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Nash Settlement 
Rearin’ to Go 


South Bend is Busy 
Tom Litle Injured 


sor 
By 


Chris Sinsabaugh 





As’ this is written the jury in 
the Nash case has_ just 
handed in its verdict. It looks 
like as if the strike has been set- 
tled, but there yet remains one 
thing to be done to make it unani- 
mous—to have the union member- 
ships approve the finding of the 
Wolman board. My visit to Ken- 
osha, Thursday, when the jury’s 
findings were made public, lead 
me to believe that the 4600 em- 
ployes who have been out for a 
month will lose no time in doing 
this and that it won’t be long now 
before Nashes and LaF ayettes 
will be rolling off the assembly 
line at double-quick. 

* on ca 

FACTORY FOLK have been 
champing at the bit awaiting this 
strike settlement and making 
plans for the big drive that will 
be inaugurated once the final 
okeh is penciled on the Wolman 
finding by the strikers. And from 
what I picked up at Kenosha I 
feel that it won’t take long for 
the executive personnel to get to 
moving. 

Courtney Johnson, general sales 
manager, with whom I chatted, is 
set for a trip that will take in all 
the leading dealers and distribu- 
tors. He has a big message to 
deliver in the way of a new 
proposition to his wholesalers and 
retailers which he thinks will be 
particularly interesting at this 
stage of the proceedings and 
which will go a long way in mak- 
ing up for lost time. But until 
the employes have spoken the 
column cannot say more, 

* * * 

ALTHOUGH NASH and La- 
Fayette have not been in produc- 
tion since the first of March there 
is no sign that their dealers have 
lost faith in the big organization. 
One might think that with things 
in status quo the way they have 
been that Johnson would not have 
had much to do but twiddle his 
thumbs and catch up in his read- 
ing. But I found there has been 
great activity in the sales depart- 
ment—from 20 to 30 new dealers 
being added each week and the 
old dealers continuing to place or- 
ders. Why in just one day last 
week 600 orders came through. 

*” * ? 


THIS EDITORIAL scout, who 
has been away from his Detroit 
base all this week, has discovered 
that all of the busy automobile 
plants are not located solely in the 
motor capital—there are others 
which are slicing bits of cake 
right now. As for instance, Stude- 
baker at South Bend, the first 
stop of the expedition. 

There I found Paul Hoffman 
and George Keller dizzy over the 
pace Studebaker is hitting as we 
go into April. March with its 
7,700 deliveries and an April start 
of 5,754 orders for cars and trucks 
certainly furnish a sufficient ex- 
cuse for these two executives wax- 
ing enthusiastic over the spring 
outlook. With this start, they 


(Continued on Page 17) 








Settlement Foreseen In Nash Work Dispute 


(,.M. Units Raise Prices 


Studebaker March Best Month Since 1929 


Offer Plan Hoffman Predicts April 
to End Nash| Orders Will Top 10,000; \Follows Lead 


Labor Strike 


Manufacturers Agree to 
Provisions; Await 


Labor O. K. 


Kenosha, Apr. 6.—A com- 
promise settlement of the 
points at issue in the Nash- 
Seaman automobile strike 
in Milwaukee, Racine and 
Kenosha was announced by Dr. 
Leo Wolman, chairman of the 
automobile labor board a few 
minutes before the three mem- 
bers of the board left for Detroit 
Thursday night. 

The Nash Motors Co. and the 
Seaman Body Corp. officials ac- 








cepted the terms of the settlement | 


and they now go to the unions in 
the three communities for rati- 
fication. All must ratify to make 
the settlement effective. 


The agreement calls for a ten | 
| cate 


will have more than 10,000 orders | orders 


per cent raise above the wage 





scale prevailing at the Racine | 


plant when the 


in the union demands. A min- 
imum hourly rate of 60 cents was 


asked by the unions, but the 
agreement fixed the rate at 


(Continued on Page 17) 
Franklin Files 
Bankrupt Plea 
After 33 Years 


Syracuse, N. Y., Apr. 6.—Filing | 


of a voluntary petition in bank- 
ruptcy by the H. H. Franklin 
Mfg. Co., and the appointment of 
Giles H. Stilwell as receiver, were 
followed by announcement by Mr. 
Stilwell that the Franklin plant 
had been closed, temporarily, for 
the purpose of inventory and ap- 
praisal. The company produced 
its first air-cooled model in 1901. 


Stilwell has been connected 
with the Franklin company for 
many years and is vice-president 
and chairman of the board of di- 
rectors. He is an attorney, busi- 
ness man and civic leader. 


The Franklin bankruptcy peti- 
tion was not accompanied by any 
schedule of assets and liabilities, 
but mentioned 16 creditors, in- 
cluding the following seven 
banks: Chase National Bank and 
Central Hanover Bank & Trust 
Co., New York City; Continental 
Illinois Bank & Trust Co., Chi- 
cago; Merchants National Bank 
of Boston; Guardian Trust Co., 
Cleveland; Plainfield Trust Co., 
Plainfield, N. J., and First Na- 
tional Bank, Philadelphia. 

A financial statement of the 


(Continued on Page 6) 


strike started, | 
instead of the 20 per cent asked | 


NACC Views Wagner Bill | 


50 | 





Dealer Body Increasing of C 


South Bend, Ind., Apr. 6.—Following a March that saw 


more orders recorded than 


during any previous month 


since March, 1929, Studebaker has entered April with 
every indication that sales will exceed any month since 


the depression set in. 
today of Paul G. Hoffman, 
Sales Corp. of America. 


“On the first of April, Stude- 
baker had on record 5,754 orders 
commercial 


for and 


cars,” 


passenger 

said Mr. 
Hoffman. “This 
demand has 
caused us to set 
our estimate of 
sales on a basis 
that we believe 
will surpass any 
month we have 
had since 1929. 
Reports from 
dealers and dis- 
tributors indi- , ; 

that we P. G. Hoffman 


before the end of the month.” 





This was the announcement here 


president of the Studebaker 


Mr. Hoffman stated that Stude- 
baker’s national selling organiza- 
tion has been greatly strengthened 
since January 1. 

“We have added 226 new deal- 
ers and distributors since the first 
of the year,” he said. “Many of 
these are in good strong markets 
and our national organization is 
in excellent condition.” 

The unusually good business 
during the month of March bore 
out Mr. Hoffman’s recent predic- 
tion that the first six months of 
Studebaker’s new “speedway, sky- 


way” models would exceed all 
previous similar periods since 
1929. Domestic and export car | 


recorded during March 


(Continued on Page 18) 


As Threat to President’s 


Formula for Labor Peace 


By WILLIAM ULLMAN 


Washington, Apr. 6.—Charging 
that its effect would be to nullify 
the President’s agreement for 
settlement of the threatened 
strike in the automobile industry, 
the workability of which now is 
being demonstrated, the National 
Automobile Chamber of Com- 
merce this week voiced its op- 
position to the Wagner bill be- 
fore the Senate Committee on 
Education and _ Labor. The 
NACC, representing every unit 
of the industry with the exception 
of the Ford Motor Co., uttered 


its opinion on the measure 
through Hal H. Smith, special 
counsel. 


The Wagner bill, Smith told 
the committee, would violate 
every principle of the agreement 
reached by the President with 
the disputants and would leave 
the industry in the anomalous 
position of dealing with its em- 
ployes on a formula by which the 
manufacturers were bound but 
which the workers no longer were 
required to respect. 

In the course of his testimony, 
the witness was interrupted by 
Senator David I. Walsh, Demo- 
crat of Massachusetts, who asked 
if the difference between the 
Presidential agreement and the 

(Continued on Page 19) 





Dealers Urge Old Prices 
For First Quarter Buyers 


New York, Apr. 6.—-Along the 
main stem of Broadway where 
virtually every make of car is 
displayed in its best glory, pre- 
dictions today were offered freely 
by prominent dealers that the 
increase in car prices will result 


|in the cancellation of many un- 


filled orders which have piled up 
on factory desks in Detroit. 


| In the purchase contracts for 
| new cars, provision is made that 
the price is subject to change 
and under the increases, deliv- 
eries must be made at the ad- 
vanced price. Some of the orders 
unfilled at this time were placed 
in January, but even these must 
suffer the increased price. 


(Continued on Page 18) 
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| the 
‘and from $200 to $300 on Cadillacs. 


| duction 
|ated by the automobile industry. 








Higher List 


hrysler 





Increases Range from $25 
On Chevrolet—$300 
On Cadillac 





Detroit, Apr. 6.—Higher prices 
on all models in almost all lines 
of General Motors and Chrysler 
cars were in effect here today. 
Ford officials denied that prices 
would be increased on the Ford 
cars and several independent 
makers were expected to an- 
nounce price additions shortly. 

The General Motors increases 
amounted to $25 on the standard 
Chevrolet, $30 on the master 
Chevrolet, $20 on the Pontiac, $35 
on the Oldsmobile six, $65 on the 
Oldsmobile eight, $65 to $130 on 
Buick, $100 on the LaSalle 


The price increases, effective 
immediately, are the result of the 
recent increase in wages and re- 
in work hours inaugur- 


De Soto Unchanged 
Increases in the Chrysler line 
ranged from $50 on all six-cyl- 
inder models to $130 on all models 
of the airflow Imperial line, All 
airflow eights were jumped up 
$100. Dodge models were raised 
$45 throughout the line. Plym- 

(Continued on Page 19) 


Legislative Tide 
Swings Favorably 
Toward Industry 


(By wire from Washington Bureau) 

Washington, Apr. 6.—For the 
second successive week the tide 
of legislation in which the auto- 
mobile industry is vitally inter- 
ested turned favorably in its 
course upon capitol hill. 

Last week it was the Wagner 
Bill. This week it has been the 
National Securities Exchange Act 
in the provisions of which radical 
changes are indicated in the face 
of violent revolt on the part of 
industry and business. Both pro- 
posed measures this week encoun- 
tered the unqualified opposition 
of the National Automobile Cham- 
ber of Commerce, in common 
with that of industry and busi- 
ness generally. 


Revised completely to make it 
more acceptable after hearings 
had indicated its flat rejection by 
affected groups, the securities bill 
in its new form has fared no bet- 
ter. This, too, in spite of a relaxa- 
tion of its original rigid restric- 
tions and the strong White House 

(Continued on Page 18) 
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Pontiac Breaks Records 
in Factory in March 


Pontiac, Apr. 6.—March was a 
month of record breaking at the 
Pontiac Motor Co., according to 
H. J. Klingler, 
president and 
general man- 
ager. 

Figures for 
the month re- 
veal production 
highs for a sin- 


gle day, a sin- 
gle week and a 
month; the 
greatest num- 





ber of employes 
on the payroll; 
the highest hourly rate of pay 
and the largest number of dealers. 

“Production reached the high- 
est point of the year,” said 
Klingler, “when 805 cars were 
turned out Thursday of this past 
week and 826 on Friday. We 
should run 800 cars or more a 
day as long as the seasonal 
demand continues, and that ought 
to be well beyond the usual 
spring period. 


Gains 300 Per Cent 

“During March 14,891 new Pon- 
tiacs were built. This is three 
times the March production of 
1933 and 37 per cent above Feb- 
ruary of this year. It represents 
the largest month of Pontiac pro- 
duction since July, 1929. 

“Last week we had the larg- 
est production of the year with 
a total of 3,757 cars or an aver- 
age of 751 cars a day for a five- 
day week. Our average has been 
over 700 cars a day since Mar. | 
19. 


“Although January was a poor} 
month compared with last year 
due to a slow start on new 
models, February and March 
have so far exceeded 1933 that 
our output for the entire first 
quarter of this year is 43.5 per 
cent greater than the correspond- 
ing period a year ago. 

“April promises to exceed 


H. J. Klingler 





March by a wide margin with 
18,600 Pontiacs scheduled for the 
month. This compares with 8,199 
manufactured last April. 


Increased Employment 

“What is of greater interest to 
everyone, I believe,” continued 
Mr. Klingler, “is the increased 
employment that has come as a 
natural result of increased pro- 
duction. The last available fig- 
ures show 6,511 men on the Pon- 
tiac payroll. This is an increase | 
of 12 per cent over the figures 
of one month ago when we had 
5,809 employes. These figures have 
not been equalled for over four 
years. 

“At the Fisher Body plant 
where only Pontiac bodies are 
made there are 2,800 men at work 
compared with 1,600 the last of 
February. 


“Along with the high record 
of employment in Pontiac plants 
the men are receiving a higher 
average hourly rate of pay than 
at any time since 1929. During 
the past year the increase in the 
average hourly rate was 13.7 
cents, or more than 20 per cent. 

Dealer Stocks Low 

“In spite of the large increase 
in the production of Pontiac cars 
this year there has not been an 
appreciable increase in dealer 
stocks. With 623 more dealers 
on record the last day of March 
than there were one year ago, 
and with hundreds of dealers re- 
porting greater sales, there has 
been an increase of only 1.6 au- 
tomobiles per dealer in stock, 
a condition that is in line with 
the return of an optimistic busi- 
ness outlook. 

“Last year dealers were facing | 
a national bank holiday. Today 
they are riding along in the van- | 
guard of a new era of prosperity, 
and are anxious to fortify them- 
selves with an adequate stock of 
merchandise with which to do 
business. 

“T have been in personal touch 
during the last two or three days 
with every section of the coun- 
try,” declared the Pontiac presi- 
dent, “and I am convinced that 











conditions which may have been 
holding back certain sections of 
the country now are removed. 


“Throughout the first three 
months of the year the agricul- 
tural south, southwest and 
middle-west have carried the 
banner and have been the most 
difficult to keep satisfied with suf- 
ficient shipments of automobiles. 
Now it begins to look as though 
the industrial east is swinging 
into the spotlight. 


Improvement in East 


“Only yesterday I was advised 
by competent sources in the east 
that a decided improvement in 
business and sales has been felt 
since the settlement of the threat- 
ened strikes in the motor car in- 
dustry and on the railroads. 


“The rural regions of the mid- 
west, south and southwest have 
been doubly sensitive to an in- 
crease in purchasing power, es- 
pecially as it affects the buying 
of motor cars. 


“In the east motorists have re- 
placed their cars more regularly, 
and having no added incentive in 
the way of Government subsidies 
to induce them to buy, they have 
depended upon the natural up- 
turn in business to supply the 
added purchasing power. These 
factors, together with the return 
of peaceful relations between em- 
ploye and employer makes me 
feel that the second three months 
of 1934 will belong to the indus- 
trial east.” 


Chrysler Added 
285 New Dealers 


During March 


Detroit, Apr. 5.—Two-hundred 
and eighty-five new dealers were 
signed by the Chrysler Sales 
Corp. during March, according to 
Joseph W. Frazer, general sales 
manager. Since January 1, 389 
new dealers have been secured. 


This list embraces only men 
who are allied with the Chrysler 
Sales Corp. for the first time and 
not those whose contracts were 
renewed. This is one of the 
largest enrollments ever achieved 
by Chrysler in a single month. 


Off to Africa 
Indianapolis, Ind., Apr. 6.—Two 
vagabonds of speed, Pete De 
Paola and Lou Moore, have left 


on a 10,000 mile automobile rac- 
ing jaunt which will take them 
to Africa for the Grand Prix 


Tripoli on May 6 and bring them 
back here again for the annual 
500-mile race at the Indianapolis 
Motor Speedway on May 30. 





Finds 30,000 Working at Dodge 





Merle Thorpe, editor of “Nation’s 


Business,” found plenty of activity 


at Dodge, which he visited in the course of a personal tour around 
the automobile capital to see for himself how the recovery is coming 
along. He is shown here interviewing K. T. Keller, 


president of Dodge Brothers Corp. 


Dodge Deulere’ Sales 
6,659 Week of March 31 


Detroit, Apr. 6.—-Dodge dealers’ 
retail deliveries of passenger cars 
and trucks during the week end- 
ing Mar. 31, scored another no- 
table advance by reaching 2,928 
Dodge passenger cars, 2,619 Plym- 
outh cars and 1,112 Dodge 
trucks—a total of 6,659 vehicles 
delivered to retail purchasers. 

Compared to 6,023 deliveries in 
the preceding six-day period, the 
retail business of the closing week 
of March shows an increase of 
10.6 per cent, 
deliveries record for the _ cor- 
responding week of 1933, the gain 
is 205 per cent. 


A tabulation of retail sales re- | 





First New Willys 
Off Line; Price 


Remains Same 


Toledo, Apr. 6.—The first of the 
new Willys 77’s of the 1934 sea- 
son came off the production line 
here early this week. Wire wheels 
and horizontal louvres are the 
principal change over the earlier 
models. Demand for the car from 
all parts of the country and from 
foreign markets indicate that con- 
tinued operation is probable this 
year. 

There will be no price increases 
of Willys cars at this time despite 


the upward price revisions of 
other automobile manufacturers, 
it was announced by David R. 


Wilson, president of Willys-Over- 
land, Ine. 
Wilson said that the company 


is increasing its production to 


compared to the | 


ported by Dodge dealers for the 
first three months of the year 
shows 20,807 Dodge passenger 
cars, 17,370 Plymouths and 9,529 
| Dodge trucks—a total of 47,706 
deliveries. 

In releasing the foregoing sta- 
tistical information, A. vanDerZee, 
| general sales manager of Dodge 
Brothers Corp., calls attention to 
the rapid rate at which produc- 
}tion of 1934 models is. being 
| stepped up to cope with the con- 
stantly-growing demand; this rate 
is strikingly illustrated by the 
Dodge Brothers payroll which has 
steadily expanded until it now in- 
|cludes nearly 30,000 workers for 
Dodge alone. 


fill orders for the new Willys cars. 
Several hundreds of the cars were 
shipped to points in Europe, 
South America and Australia 
this week. The cars are quoted 
at $450 for the sedan and $430 for 
the coupe at factory. 


| Canadian Appointments 
Montreal, Apr. 6. Willard 
| Scott, vice-president in charge of 
sales, Fargo Motors Corp., of 
Canada, Ltd., fleet division of 
| Chrysler Corp. of Canada, Ltd., 
announces that Wm. J. Carroll 
| has been appointed fleet sales 
| representative of Montreal. 

| Al. J. Shaw, vice-president of 
| sales, Dodge Brothers (Canada) 
| Ltd., announces the appointment 
of D. F. Proudfoot, as Dodge-De 
Soto district manager for Eastern 
Ontario, with headquarters at 
Ottawa, also M. B. Cornell as as- 
sistant sales manager for the 
Dodge De Soto sales division of 
Chrysler Motors. 





Pontiac Field Executives Tour Plant 





Anxious to see just how the new 1934 Pontiacs were being made, this group of zone managers from the 
Detroit region, went on a tour of the factory under the guidance of H. J. Klingler, Pontiac president, 
and A, W. L. Gilpin, general sales manager. Reading from left to right: Mr. Klingler, W. L. Pavlovski, 
Indianapolis zone manager; R. K. White, assistant general sales manager; V. L. Murray, Detroit regional 
manager; C. C. Riley, Buffalo zone manager; C. C. Edmonds, Pittsburgh zone manager; A. A. Klein, 
Cleveland zone manager; C. P. Simpson, assistant general sales manager; C. L. Alexander, Cincinnati 


zone manager; V. A. Davison, Detroit zone manager, and Mr. Gilpin. 











Ford Co. Decides 
Against Boost 
In Car Prices 


Detroit, Apr. 6.—The Ford Mo- 
tor Co. does not contemplate an 
increase in the present retail price 
of Ford motor cars. That assur- 
ance was contained in a copy- 
righted interview with Henry 
Ford, obtained Wednesday by 
Dow, Jones & Co. 

“I have found,” the: interview 
quoted Mr. Ford as saying, “that 
higher wages do not mean in- 
creased costs, and if our materials 
go too high we will start making 
our own. We are making a part 
of everything we use, and from 
this nucleus can readily expand 
to take care of any or all of our 
requirements, if necessary.” 

In view of the Ford price in- 
creases of $5 to $35, which went 
into effect last December, it was 
assumed that he meant there 
would be no further increase re- 
sulting from the recent wage 
raises. 

“Higher wages are not an ad- 
ditional cost under proper man- 
agement,” the interview con- 
tinued, “Better paid workmen are 
more willing and more efficient. 
Better material is not necessarily 
more expensive. On the contrary, 
it is always more economical. 

“Last year at lower wages was 
more costly than this year at 
higher wages because last year 
we were paying wages that pro- 


|duced nothing and this year our 


wages are beginning to give 
promise of a return.” 

The interview quoted Mr. Ford 
as saying that he would make all 
the cars this year that people 


want to buy—‘about 1,000,000 


| units.” 


Sales Shipments 
To Date Better 
Entire ’33 Mark 


Detroit, Apr. 6.—Shipments of 
Chrysler cars and unfilled orders 
on hand at the close of the first 
quarter of 1933 totaled 4,063 
more Chrysler cars than were 
shipped by the Chrysler Sales 
Corp. in the entire calendar year 
of 1933, according to Joseph W. 
Frazer, general sales manager. 

Shipments and orders as of 
Mar. 31 totaled 31,694 cars, in- 
cluding the Six, the Airflow Eight, 
the Airflow Imperial and the Air- 
flow Custom Imperial. The total 
production of Chrysler cars of 
all models last year was 27,631. 

Shipments of Chrysler and 
Plymouth cars to Chrysler dis- 
tributors and dealers reached a 
new all-time high in March with 
a total of 23,950 units for the 
month. The previous high mark 
was 23,573 units in August, 1929. 

Retail deliveries of Chrysler and 
Plymouth cars by Chrysier deal- 
ers for the week ending Mar. 31 
totaled 3,897 units. This included 
the largest number of Plymouths 
ever delivered by the Chrysler 
Sales Corp.’s dealer body in a 
single week. 


Plymouth Ships 
8.378 Units in 
Week of Mar. 25 


Detroit, Apr. 6.— Retail deliv- 
ery of 8,378 Plymouth cars during 
the week ending Mar. 31 was the 
largest week in the history of the 
Plymouth Motor Corp. H. G. 
Moock, general sales manager, 
announced here today. 

Shipments of 9,921 Plymouths 
last week, as compared with 3,506 
in the same week of 1933, repre- 
sents a 1934 gain of 183 per cent. 

Retail deliveries for the first 
quarter of the current year ex- 
ceed the first quarter of last year 
by 115.4 per cent, Mr. Moock said. 

Orders received this year to and 
including April 4 total 189,272, as 
compared with 37,967 orders to 
the same date of last year. These 
orders include domestic, export 
and Canadian. 
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Dealers Code Requires Selling 
From Standpoint of Car Buyers 


Consumer Needs to be Convinced Its Provisions Do 
Not Ignore His Interests—Job Can be Done 
Easily if Tackled in Right Spirit 


(This is the seventh of a series of articles which will appear 


weekly in ADN in 


which William Ullman looks analytically at 


the various provisions of the automotive retail trade’s code of 
fair competition from the standpoint of their practical meaning.) 


By WILLIAM ULLMAN 


Washington, Apr. 6.—Where does the consumer get 
off under the automobile dealers’ code of fair competition? 
It is quite important that those identified with the 
automotive retail trade know the answer to this question, 
as most of them have discovered. The consumer’s first 


contact with the code is not 


designed to produce a favor- 


able impression upon him. He has a great many questions 


to ask. He demands quite a 
him that he comes off very well 
under the provisions of the code 
is no small job. However, it has 
to be done and it can be done, 
but not if the dealer or salesman 
undertaking the job finds himself 
on the defensive. 


Dealers err if they expect their 


patrons to be as_ enthusiastic 
about the code as they, them- 
selves, are. The “New Deal” has 


not changed human nature. It 
eventually may modify it but it 
has not done so yet. So, when 
John Consumer goes forth to buy 
a new car and finds that the 
code tends to hit him in the 
pocketbook, he is not inclined to 
be patriotic and philosophic about 
it but rather to be indignant in- 
stead. The degree of indignation 
may vary but the emotion is the 
same in virtually every case. 


Instead of allowing the pros- | 


pect’s reaction figuratively to 
knock him off his feet and make 


him wish there never was a code, 


the dealer or salesman must learn 
to look upon it as entirely natural. 
That accomplished—and it is the 
easier if the trade member will 
only bear in mind that the pros- 
pect nearly always gets the new 
car in spite of his threat to drop 
the whole matter—-the other steps 
are easier. 


Experience has proved that the | 


code really has but one provision 
that arouses the particular wrath 
of the consumer. That provision 
is the one relating to used car 
allowances. Despite advance 
knowledge of its existence and a 
fragmentary idea of its meaning, 
its effect upon the prospect in the 
actual process of acquiring a new 
car is one of shock. 

The shock can  be_ abated 
quickly, however, and its effects 
removed if it is made clear to the 
buyer that the standard allowance 
is fixed by a formula that is de- 
signed to be as fair to the con- 
sumer as it is to the dealer. That 
is the fact of the matter, even 
though experience has demon- 
strated it has eluded many dealers 
and salesmen. When the NRA 
approved the dealers’ code, it was 
not a case of connivance with the 
automobile dealership to put 
something over on the public. The 
Consumers’ Advisory Board, rep- 
resentative of the buyer, studied 
this proposed formula carefully 
and could find no valid objection 
to it. That is a point that should 
not be forgotten in dealing with 
the indignant and recalcitrant 
prospect on the subject. The 
writer who has found it necessary 
to defend this part of the code 
from the indignation of readers 


who also are car buyers has found 


it especially valuable. 


Another line of 
has followed with some success is 
to point out that the used car 
price guide is only the compila- 
tion, not the creation, of the Na- 
tional Automobile Dealers’ Assn. 
It helps to disabuse the prospect's 
mind of the impression that it is 
a trade proposition designed to 
frustrate him in his desire to get 
as much for his used car as he 
thinks it is worth.. 


In this fashion, he can be made 
to see that all the NADA does is 





procedure he | 


few explanations. Convincing 


keep records of used car sales, 
total and average them to de- 
termine the value of the vehicle 
on the very intelligent basis of 
what it sells for, or sold for the 
month previous. It is the motor- 
ist, himself, who fixes the price 
of used cars still, the difference 
being the simple one that the ac- 
tual setting of price is done by 
the man who buys the car, not 
the one who has it for sale. Under 
the system set up by the code, the 
| dealer merely is an intermediary 
in the arrangement, and it should 
not take any particular sales 
genius to make this point clear to 
the prospect. 

As an intermediary, the used 
car allowance formula does give 
the dealer a commission on the 
| performance of his function. If 
he will make clear what his func- 
tion is, he should have no diffi- 
culty justifying his claim to the 
commission represented in the 
five, ten, or fifteen per cent deduc- 
tion from the established allow- 
ance on a given make and model 
| of used car. 

The reason for the deduction is 
not understood by the prospect 
without explanation. He needs to 
be told that out of it the dealer is 
to be paid for reconditioning the 
car, handling it, storing it and 
reselling it. 
ness, which is no different from 
that of anyone else, the average 
prospect who has a used car to 








trade is not so unreasonable as to | 


be unable to recognize that these 
services are worthy of some pay- 
ment. However, he will not see 


them unless they are pointed out | 


to him. 

Broadly, the automotive retail 
trade has not been given the ben- 
efits of the code without a price 
| being paid for it. 


selling the code to the public. The 
code must be sold. The public 
is not going to step up and take 
it without any encouragement for 
it has changed old relationships 
quite radically and, superficially, 


not to the advantage of the 
customer, 

However, the disadvantage is 
only a superficial one for the 


consumer was not left out of con- 
sideration when the code was 
drafted. It is the dealer’s job to 
make this point with the convic- 
tion that it is right, not apolo- 
getically nor servilely. 

(The eighth article of 
will appear ADN, 
April 14.) 


this series 


in Saturday, 


Refuses to Deal 
With Organized Labor 


Milwaukee, Wis., Apr. 6.—Ed- 
wards Motor Co., local Plymouth 
and Dodge dealers, affected Mar. 
13 by a strike of 31 employes, has 
announced its refusal to deal with 
organized labor. 

Members of the machinists’ 
union have demanded increased 
wages and adjustment of alleged 





discriminations. The _ regional 
labor board has advised them to 
submit affidavits to it covering 
their contentions. The concern 
employs over 150 people. 







| the last 11 years. 


Granting his selfish- | 





That price | 
comes in the form of the job of | 








| 453 Sales in 1933 
| Wins the Laurel 


Chiesgo, Apr. 6.—G. L. 
Carlat, of the Nelson Chevy- 
rolet Sales, Inc., of this city, 
led all Chevrolet salesmen 
| in the United States in 1933, 
it was made known Thurs- 
day at the regional office of 
the Chevrolet Motor Co. 
here. Carlat’s record last 
year was the sale of 406 new 
cars and 47 used cars. Three 
other salesmen of the Nel- 
son Chevrolet organization 
ran up a total of 807 new 
and 145 used car sales, They 
are A. H. Cooper, S. M. 
Strott and M. M. Zemmel. 
Cooper sold 281 new and 61 
used cars; Strott 261 new 
and 48 used, and Zemmel 
265 new and 36 used. 






L. C. Goad Appointed 
AC Manufacturing Chief 
Flint, Mich., Apr. 6.—Announce- 


ment of the appointment of L. 
Clifford Goad as general manager 


jof manufactur- 


ing,a newly 
created position, 
was made today 
by F. S. Kim- 
merling, presi- 
dent and gener- 
al manager of 
AC Spark Plug 
Co. 

Goad has been 
in the General 
Motors Corp. for 










” 


Clifford Goad 


He started with Delco Remy 
Corp. as an engineer in 1923, serv- 
ing as a foreman, assistant super- 
intendent of the motor plant, chief 
process engineer, and then su- 
perintendent of the battery plant. 
He was born in Petersburg, Ind., 
in 1901, and is a graduate of the 
University of Illinois. 


Production at 
Chevrolet Co. 


Breaks Record 


Detroit, Apr. 6.-Chevrolet’s pro- 
duction during March set a new 
high mark for the year to date 
and shattered all monthy produc- 
tion records for the past 34 
months, M. E. Coyle, president 
and general manager, announced 
today. March also established a 
first quarter’s output unap- 
proached in the last four years. 

Output for the month was 110,- 
266 cars and trucks, the third 
largest March output in the his- 
tory of the company, and the 
largest March since 1929. 

Production for March, Mr. Coyle 
said, was 285.1 per cent of the 
production in March, 1933. Pro- 


duction for the entire first quar- 




























THE INQUIRING REPORTER 


N these columns Automotive Daily News will attempt to 

give a cross-section of opinion among members of the 
trade on subjects of interest to the trade. Readers are in- 
vited to participate in this symposium by expressing their 
opinions on questions asked by the Inquiring Reporter and 
also by suggesting questions upon which they would like to 
obtain the opinions of others. Dealers, distributors, manu- 
facturers, and association chiefs are invited to make use of 
these columns. 






















TODAY’S QUESTION: WILL THE INCREASE IN CAR 
PRICES RETARD RETAIL SALES OF AUTOMOBILES? 


Thomas R. Jacobs, Simon-Stewart sales manager for Chrysler 
and Plymouth cars, Broadway and 56th St., New York City: “I don’t 
think the increase in car prices will affect new business. Most people 
actually know only the base price of the lines models and if they 
really want the car they will accept it at the standardized delivered 


price.” 
* * * 

R. J. White, Nash and Lafayette dealer at Eighth Ave. and 58th 
St.. New York City: “Temporarily price increases should retard 
sales but the favorable effects for the balance of the year will far 
outweigh new car sales volume.” (Nash so far has not increased 


prices.) 
a 4 * 







Ed. Morgan Stern, distributor, Hudson—Terraplane, Broadway at 
6ist. St., New York City: “Increases in prices have been general 
for other products so it naturally is not startling when car prices 
rise. I feel the public understands an answer at this time would 
be more or less a guess. But I don’t think the buying trend could 
be seriously affected.” 


4 4 + 





E. L. Nathanson, Hupmobile dealer at Broadway and 58th St.: 
“Most of the increases have not been substantial enough to sway 
the buying trend but I think it will stimulate the public to buy 
before prices rise further. At the same time it has negative effects. 
We can't judge very well here because Hupmobile prices have not 
been advanced.” 


* * Eg 





H. A. Wehmeier, vice-president and general manager, Community 
Motors, Inc., Pontiac distributor, Chicago: “So far as Pontiac is 
concerned, the price increase has been too slight to be noticed and 
absolutely will not reduce volume. There is no need of appre- 
hension. Besides, my theory is that the higher the price the more 
money in circulation and the greater purchasing power to buy more 
automobiles.” 


* * * 





M. J. Lanahan, president, M. J. Lanahan, Inc., Dodge dealer, 
Chicago: “It is too early to forecast the effect of higher car prices 
on sales volume, but we have felt no sales resistance and expect 
none. We are experiencing plenty of activity and I do not find 
purchasers balking or canceling orders because of the price increase.” 

* ca * 


B. G. Sykes, vice-president, Bird-Sykes Co., Graham distributor, 
Chicago: “I do not anticipate reduced volume due to the price 
increases that have been placed in effect or are planned. In the 
past I have found that increased sales have always followed an 
advance in prices. With the big selling season at hand, I do not see 
how motorists contemplating new cars will balk at placing orders 
and taking delivery. Their natural impulse, now that increases have 
been announced, will be to act promptly so as to prevent being 
forced to pay even high prices later.” 

co 4 4 

R. H. Keeling, vice-president, Studebaker Sales Co. of Chicago: 
“The price increases are the best thing that could have happened. 
Automobiles have been greatly under-priced, and even if they were 
advanced as much as 40 per cent, the public would still be getting 
more for its money than several years ago. That is what I 
would say from a Studebaker standpoint. It always has been, and 
always will be, easier to sell on a rising than on a falling market. 


ter was 223,010 as compared with| been moved up to a daily total 
148,336 in the corresponding| of above 5,000 units. 
period last year. | Chevrolet entered April oper- 
This production record is con-| ating at capacity, with steadily 
sidered particularly impressive in| increasing shipments leaving the 
view of the fact that, while in| company’s nine assembly plants 
1932 and 1933 the manufacturing} for dealers and immediate deliv- 
and assembly plants were in full| ery to purchasers. Orders on 
operation at the turn of the new} hand at the beginning of April, 
year, in 1934 not one passenger| Mr. Coyle said, and the constant 
car had been assembled until! influx of orders to the central 
early in January. Within three] office sales department, indicate 
months, starting literally from| capacity operations for months to 
the beginning, the output has| come. 
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Business Coupe ..... ./$295|$425/$430 |$530 $595| $690 $695) $695 $675|$620|$715 l l 
Standard Coupe...... 345 740\$515 745 $635| 675) 660 $695) $565) 

De Luxe Coupe......! 365) 485 560 635, 790 $555! 845 675 | 765) 745 | 
2-Door Sedan..... 445 545 610} 740) 535 575 755 645 640 745 625|$690 
4-Door Sedan... 495| 450! 610/$745) 675) 790 585 625 745 695 695 805 745 685| 750 
Brougham ... | 695 715 
Cabriolet ..... 795| 695 590 805 

MN ie kk ke warns | | 610 785 720 
Touring Sedan....... 685 785 

5-Pass. Coupe........ 


5-Pass. Tour. Coupe. . 


How They Stack Up in the Lowest Price Field 


Comparative prices of 1934 lines having a base price of $750 and under following price increases made 
by General Motors, Chrysler, and some Independents. 








Willys 

















| . 
| | toe 
| “ | | : | | oi wi a.| a ; 
rarer a , . is 
‘ > g 
: 5| 3/2 | | z x |33/2 |3 
2 - #)®s | » | +e ts of | aeiie 
ae s ae ae | 2/23] eSl2.1 55] salea 
2 £ ° a = aé = o| x3 g S s| xs 
E 3) 5 S 2 os; 3 | 2/28) 32) <5) <8 | oa] 38 
E | 32 3 S e 2 cfis E& | se! 4E/] se] BE sf iae 
=| 93s/ «= 2 S $1] S88) 8 = | 22] o2/ SS | F2| FS) of 
a ot °o ° a we oo| = + | eo] oa] oa | ©O | oF Or 









































4 


Automotive Daily News 


The Trade Newspaper of the Industry 
Published every Wednesday and Saturday at 
DETROIT, UV. S. A. 

Sixth Floor, New Center Building 
Telephone Trinity 2-3500 


GEORGE M. SLOCUM, Publisher CHRIS SINSABAUGH, Editor 


B. B. Crighton, Business Manager; Wm. C. Callahan, Managing Editor; Ray C. Blackwell, 
Advertising Manager; Edward Kruspak, Eastern Advertising Manager; Willard 
Cotton, Western Advertising Manager; J. C. Weed, Michigan Representative; 

H. McCallum, Special Representative; William Ogg FitzGerald, 
Art Director 


RESIDENT CORRESPONDENTS 

Charles M. Sievert, New York; C. J. Alexander, Wall Street Correspondent; Mel Adams, 
Chicago; William Ullman, Washington, D. C.; John C. Wetmore, Los Angeles; A. L. 
James, Akron; K. H. Lansing, Philadelphia; D. M. Trepp, Seattle; B. C. Reber, San 
Antonio; C. M. Zeff, Kenosha; C. Joyce, Toronto; Ira Alexander, Denver; R. H. Brown, 
Birmingham; J. H. Reed, Atlanta; Arthur Buck, Indianapolis; A. W. Williams, Louisville; 

rge Smedal, Minneapolis; James R. Lowell, Lincoln, Neb.; C. B. Barr, Bridgeport, 

Conn.; E. R. Tuttle, Des Moines, Iowa; F. L. W. Bennett, Salt Lake City, Utah; 

W. T. N. B., Milwaukee, Wis.; Roy Carmichael, Montreal, Canada; 
E. J. Nally, Toledo, Ohio 


Subscription: ONE YEAR $6, TWO YEARS $10, for United States and Canada, 
also Mexico, Cuba and Panama. To other countries, one year $9.00. Single 
copies 10c. Advertising Rates: See Standard Rate and Data, or write for rate card. 








Entered as second-class matter Post Office, Detroit, under Act of March 3, 1870. 


COPYRIGHT, 1933—Slocum Publishing Company, Inc. 


One sacred pledge we make our friends here and 
now. This publication, God willing and so long as it 
is in our charge, will never champion the cause of any 
individual or any corporation which is not for the best 
interests of the automotive industry as a whole. Nor 
will its columns be used to spread gossip or inflame 
prejudice. It will confine itself to the up-building of 
the industry it is pledged to serve, wholly through the 
dissemination of NEWS which is timely, authentic and of value. 


us. 
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What Price, Price Rise? 

cy QUESTION is on the lips of men engaged in the 

automotive industry, ‘What effect will the increased 

car prices have on car sales volume?” In putting this ques- 

tion to leading dealers in New York and Chicago, Auto- 

motive Daily News, has found that the answer has been 

almost unanimous that the increases will have little or 

no effect at all. This theory coincides with our own 

opinion. For months we have been pointing to the fact 
that automobile prices were too low. 

Taken in comparison with other commodities offered 
for sale today the automobile, even at its increased price 
is by far the greatest dollar value on the market. True, 
it has been argued, that the increased production volume 
would reduce the unit cost of production, hence price 
increases at this time are unnecessary. This assumption 
would be true, perhaps, if all factors remained the same. 
But, with increased costs of material and labor and the 
necessity to increase advertising in an effort to stimulate 
further buying, the benefits of increased volume would 
soon be dissipated. 

In a time of depression and falling prices, prices them- 
selves are further depressed by the sharpers who withhold 
buying in hopes that they will be able to acquire that 
which they want at a lower price simply through waiting. 
In a time of recovery those who are in the market to buy 
will strive to make their purchases before the actual in- 
crease and thus save themselves money. A price rise may 
spur such buyers to buy. 

On the other hand it may be well to exempt those who 
have already bought cars but have not taken delivery 


from the price increase if this can be done. 
* ~ * 


Selling Service A La Code 

Pee the code the automobile dealer is required to 

deduct from the average selling price of a given 
make and model car in his code area an amount varying 
from five to 15 per cent, depending on age for selling, 
handling and reconditioning costs. The question often 
is asked “what does the dealer do with this money when 
his actual cost of reconditioning and resale fall below the 
allowance provided by the code?” 

Our only answer to this question is that the dealer who 
feels that he is doing well by himself by shading off on 
the amount of money he spends to recondition his used 
car stock is outsmarting no one but himself. This allow- 
ance margin was provided in the code for the specific pur- 
pose of giving the dealer an opportunity to put his used 
car stock into condition to move quickly and maintain 
a reasonably high resale value. If the money is not spent 
for reconditioning it will have to be spent in reselling 
costs—and meanwhile the dealer will have many dollars 
tied up in his iron yard. 

The question is ask, ‘How can a dealer get service work 
this year?” and the answer seems to be he can get service 
work by giving service. The reconditioning allowance 
provided under the code can, in our estimation, best be 
used by the dealer to buy the best possible mechanics to 
recondition his iron yard stocks. Buy this method he 
can move his used car stocks quickly and at lower selling 
cost, his investment will become dollars rather than cars 
that don’t move and he will be able to improve his service 
department work and efficiency and thereby increase his 
service volume. 
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INCOLN freed the slaves. Then 
somebody invented the Easy- 

Payment. 
* 


* eg 


Judging by the army’s air- 
plane equipment, our dealers 
have overlooked a marvelous mar- 
ket for their used cars. 

ck cd * 


UILDING THE CARS 
WOULD Put 
1.000, O00 MEN TO worK 


OUR NRA WEEKS / 


Nominations for the Most Useless 
Thing in the World 
“A radio tuned so low you can’t 
hear it, playing something you 
don’t want to listen to anyway.”— 
Jos. Nemethy. 


* 


HAD AN OPPORTUNITY to 
try out my fifteenth idea for 
side-tracking a traffic cop this 
morning. Humph! These psy- 
chological experiments are get- 
ting expensive. 

* 


© & Stare taxes pain 
4 ON THEIR FUEL 
WOULD MAKE %7,200.000 
WOULD KEEP pote 7 , 
10,000 MEN IN JOBS — o ROAD 


FOR A WHOLE YEAR / 


* * 


VERS OF THE 
CARS WOULD SPEND 


$ 300,000,000 in TRADE / 


* * 


Another incredible sign combi- 
nation recently appeared in the 
windows of a prominent Wood- 
ward Avenue department store. 
One window flaunted a banner 
reading “everything coming 
down.” The next window bore a 
two-line banner, the second line 
of which was exactly horizontal 
with the banner in the first win- 
dow. It read, “men’s underwear 
included,” thus completing a 
warning that caused numerous 
cases of near-hysteria among 
passing motorists and pedestrians. 


* * * 


REST EASY! The manufac- 
turers have just been informed 
that the new deal doesn’t neces- 
sarily require new dealers. 

Ke * * 


Daffy Definitions 


PEDESTRIAN — The inspira- 
tion for the bumper’s invention. 
* * ok 


, y a F 
Boao CONSTRUCTION 
WOULD KEEP 108,000 
MEN WORKING FOR 

FOUR NRA WEEKS / 













In This Corner 


The views expressed in this column are those of our readers 
and do not necessarily coincide with those of the editors. Readers 
are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 
be observed upon request. 
















cost, uses and purposes for which 
the money is to be used, and the 
true condition of owner's title 
and financial standing, etc., ac- 
companied by a _ recent legal 
opinion of the title offered—the 
Government to accept the own- 
er’s judgment notes for the loan 
and confess immediate judgment 
thereon at the owner’s cost to a 
lien upon the real estate as secur- 
ity for repayment. 

Loans of this character will in- 
duce and attract land owners 
with merchantable titles to build- 
ing, to invest in the necessary re- 
pairs and improvements needed 
and beneficial to the real estate; 
and will create an immediate and 
large demand for building labor 
and material through which 
source money will be released 
into all commercial and industrial 
avenues; unemployment will de- 


(Continued on Page 21) 


Portugal 

I beg to bring to your acquaint- 
ance the fact that I have been 
marketing automotive products 
for the past 10 years or more, in 
this republic. 

I am desirous of contacting 
first-class American manufactur- 
ers of automotive products as 
follows: 

Brake linings, fan belts, clutch 
facings, batteries, pistons, piston 
rings, cylinder sleeves and gears. 

It is my intention and deter- 
mination to secure’ exclusive 
agencies in order to act as manu- 
facturers’ agent and distributor 
and I shall feel very much under 
obligation to you if you will be 
good enough as to broadcast my 
name to interested parties. 

My references are as follows: 

Bank of London and South 
America, Itd.; Banco Espirito 
Santo; Banco Portugues do Con- 
tinente e Ilhas; Banco Pinto and 
Sotto Mayor, all of Lisbon, and 
Frederic Henjes jr., Inc., 31 Water 
St., New York, N. Y.—A. A. Silva, 
R. Rodrigo Da Fonseca, 29, Lis- 
bon, Portugal. 


Financial System 
I am of the opinion that a fin- 












Those much talked-about two 
car families of three years ago, 
now seem to be almost as scarce 
as twin baby carriages. The de- 
pression stopped a lot of showing 
off. 
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SENTENCES never seen in an 
automobile ad—“Our seats are a 
little scanty, we'll admit, but 
we’re not catering to the hippo- 
potamus trade anyway.” 

* * * 


+. 













Long after the brain trust has 
exhausted the alphabet with their 
NRA’s, PWA’s, CWA’s and XYZ’s 
—we'll still be hearing that grand 
old three-letter thriller, “F.O.B.” 


* * * 


THE ONLY really self-made 
man is the one who makes a fool 
of himself. 
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“edgewise” 


By the Publisher 





* * * 





Seventeen automobile ad REPERCUSSIONS from. the 







writers, when questioned on the| ancial system based upon the/ 799000 mailing of our March 16 
meaning of the words “modesty” | following principles should stimu- | jssue are still coming in at a 
and “restraint” seemed to recol- late both the material and labor | gizzy rate. Typical letters of ap- 
lect they were qualities which| market and might be an interest- proval indicate that literally 






ing suggestion to your readers: 
In place of the Government 
payment of relief monies to the 
CWA, and all kindred organiza- 
tions, consolidate all such funds 
into one general fund to be en- 
trusted to the Postal Savings 
Department of the Post Office 
Department (to eliminate expense 
and grafting politicians) for dis- 
tribution to the various States 
on the basis of the last census 
population for the sole purpose of 
advancing funds direct to real 
estate fee owners of record prior 
to Jan. 1, 1933, to be used by the 
owners only for the buying 
jointly of both labor and build- 
ing material, for new improve- 
ments on land, or repair of, or 


thousands of letters and tele- 
grams were addressed to Wash- 
ington largely on the recommen- 
dation of our “extra.” Then there 
are the usual number of kicks 
and curses that we should have 
so deliberately sought to turn 
the spot-light of a great industry 
on the nefarious Wagner bill as 
it was first presented. One such 
complaint was evidently written 
by a relative of the man who en- 
graved the Lord’s prayer on the 
head of a pin. On the back and 
half of the front of a penny post- 
ecard this “nut” wrote about a 
column and a half of type mat- 
ter which we are going to get 
some testing laboratory with a 
high-powered microscope to de- 






year old girl. 


Be 






* * 






Correct this sentence: “I’m 
tired of loafing around the sales- 
room and taking all the floor 
sales, and I wish the boss would 
see that I got out and hustled 
for some business.” 

* *% 


THE FARMER has been or- 
dered to raise only so much, and 
the workman to work only so 
many hours—but wait until the 
brain-trusters get the idea of or- 
dering the dealer to sell only so 
many cars! 
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A man may retain some com-|; +193 
: improvement on, buildings on the | _; h f ‘ 
Poors, 3 real estate. Such loans would be — 
When he harks to that ominous] for a term of ten years payable ** © 
hissing, in 20 semi-annual installments} WE ARE TAKEN to task and 








called “Pollyanna” and “Blue- 

bird” by a well-meaning friend 

who says we are deliberately 
(Continued on Page 21) 


But he’s almost a saint, 
If he shows some restraint 
When he finds that his tire tools 
are missing. 


with interest at four per cent 
payable semi-annually, and are 
to be made upon owner’s sworn 
application showing the specific 
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STUDEBAKER STARTS APRIL 


Night scene at the ORL Studebaker plants 
March 30th, 1934 








WITH BIGGEST BANK OF ORDERS - 





IN SIX YEARS 





Tremendous sales gains in past 6 months! 


368 new dealers from coast to coast climb 


on Studebaker band wagon since October 1 





TUDEBAKER is sweeping on to new suc- 


cess as every week goes by. 


The greatest March since 1929 will now un- 
doubtedly be followed by one of the greatest 
Aprils in Studebaker’s entire history. 


The six months since October 1—when the 
Studebaker 1934 line was announced—exceed any 
six months period since 1929. March production 
was 436% ahead of Marcha year ago—the entire 
first quarter is 51% better than the first 
quarter of 1933. 


368 new dealers, including a large number of 
the most aggressive automobile merchandisers 
in America, have joined the Studebaker ranks. 
More applications keep coming in daily. 


It’s sheer drama and nothing less, this thrill- 


ing spectacle of Studebaker forging ahead to 
new sales peaks in just a few months. 

Motordom has seen nothing like it since 1921 
when Studebaker led the industry out of post- 
war depression and brought profits almost be- 
yond belief to Studebaker dealers. 

History in the making! 
It isn’t just history repeating itself. It’s auto- 
mobile history being rewritten by a line of cars 
that are unquestionably the greatest dollar values 
ever presented to the motoring public. 

And the marvel of it is that you don’t have 
to do any building up. The “build up” has 
been done for you. In six months time, with 
incomparable cars, inescapable advertising and 
irrepressible determination to reach the top and 
stay there, Studebaker has laid the foundation 





for what can be the greatest success you’ve 
ever had as an automobile dealer! 


An outstanding line! 


Studebaker is not only offering the finest 
cars in its entire history in this sensational 
1934 line, but also Studebaker prices are $175 
to $645 per model less than last year. 


The new Dictator Six lists as low as $665— 
the new Commander Eight as low as $920—the 
new President Eight as low as $1145. And if 
you wish, you can also handle Studebaker 
Trucks—and a fast selling line of funeral cars 
and ambulances. 


An outstanding franchise ! 


Studebaker has had but one major objective— 
to give its dealers the best franchise offered by 
any maker of motor cars. Every Studebaker 
franchise is written with full respect to terri- 
torial rights and gives you access to 95.5% of 
the market. You deal with one factory. You 
carry only one stock of parts. You advertise 
but one name. And your even more profitable 
President and Commander Eights are as thor- 
oughly competitive as your Dictators. 

Address Paul G. Hoffman (himself an active 
and successful Studebaker dealer), President, 
The Studebaker Sales Corporation of America, 
South Bend, Indiana. 








Plan Offered To End 


Rail, Bus Rate Fight 





(By wire from Washington Bureau) 

Washington, Apr. 6.—Having as 
its objective the elimination of 
destructive competition between 
the railroads and other forms of 
transportation, a plan has been 
launched by the National Recov- 
ery Administration in co-ordina- 
tion with the Interstate Com- 
merce Commission that is re- 
garded here as “an epoch-mak- 
ing development in transportation 
history.” 

Details of an agreement on 
rates and other competitive prac- 
tices between southern motor bus | 
lines and railroads have been an- 
nounced by Gen. Hugh S. John- 
son. 

The movement marks, in the| 
opinion of Ted V. Rodgers, presi- | 
dent of the American Trucking | 
Assn., what is believed to be the 
beginning of the end of the com-| 
petitive rate war inaugurated by 
railroads to regain traffic di- 
verted to highway carriers, and | 
follows numerous complaints by 
bus operators against the non- 
compensatory, competitive pas-| 
senger rate schedules of the rail- | 
roads. 

The agreement was negotitated 
by S. A. Rosenblatt, NRA division 
administrator in charge of trans- 
portation industries, and E. E. 
Hughes, deputy administrator, in 
conference with Joseph B. wnat | 
man, federal co-ordinator. 

Final inauguration of the plan | 
is subject to approval of the In- | 
terstate Commerce Commission | 
and the NRA. 


Synthetic Soil Added 
To Aid Bases of Roads 


Washington, Apr. 6.—Experts| 
of the U. S. Bureau of Public | 
Roads point out that by mixing) 
a small sample of a synthetic soil, | 
engineers working in a research | 
laboratory may show how to} 
save thousands of dollars in con- 
struction costs of highways. For | 
years the Bureau itself has been | 
investigating road failures that 
seemed to be the result of soil | 
conditions, pavings that cracked 
because the soil did not give ade- 
quate support, or graded roads 
that became rutty and heavy in| 
wet weather because they ab- 
sorbed moisture. 

Samples of soils that fail are 
shipped to the laboratory and 
there separated and analyzed. 
The analysis may show a cer- 
tain proportion of clay, and other 





| committee, 


| mortgage on 


| air-cooled motor, 





parts of sand, stone, and organic 
By comparing these re- 
sults with the analysis of soils 
that stand up under similar con- 
may be 
able to recognize what the faulty 
soil needs to make it right. Other- 
wise they may have to experi- 
ment, adding first one ingredient, 
then another, to build up a syn- 
make good 


matter. 


ditions, the engineers 


thetic soil that will 
in the laboratory tests. 


‘Franklin Files 
_ Bankrupt Plea 


After 33 Years 


(C bieuad Siete Page 1) 


Franklin company as of Dec. 31, 
1933, showed that it owed the 
banks $2,088,000, this item consti- 
tuting the principal indebtedness 
of the company. 

None of the Syracuse banks is 
a creditor, but for a number of 
weeks a local bankers’ committee 
has been making a public-spirited 
effort to refinance the Franklin 
company. Coincident with the 
filing of the bankruptcy petition, 
the committee issued the follow- 
ing statement: 

“Our committee has been in- 
a that the creditors of the 

H. Franklin Mfg. Co. have re- 
pao to renew the company’s 
|}notes and that the company has 
been placed in receivership. This 
| receivership, however, does not 
put an end to the efforts of the 
but the committee 
members feel that it is a handicap 
to them in their work.” 

The committee consists of Wil- 
liam H. Kelley, president, and 
Frederick H. Plumb, vice-presi- 
dent of the Merchants National 
Bank & Trust Co., and Harold 
Stone, president of the Onondaga 
County Savings Bank. 

Land, buildings and machinery 
of the Franklin company are car- 


| ried in the latest balance sheet at 


$3,886,641, after liberal deprecia- 
tion allowances. There is no 
the property, the 
company never having had any 
funded debt, and this, plus the 
wide reputation of the Franklin 
is believed to 
offer a basis for reorganization. 

Capital stock outstanding con- 
sists of $5,511,200 cumulative pre- 
ferred stock, and 300,535 common 
shares of no par value. 





Do YOU 
the Cod 


Like 
e? 


UTOMOTIVE DAILY NEWS wants letters from auto- 


mobile and truck dealers, or salesmen, discussing the 


changed conditions of selling 


Dealers Code, now in operation for several months. 
PRIZES for the BEST LETTERS in 


Answer to the Two following Questions: 
(1) What I LIKE about the retail 


code. 
(2) What I DON 
retail code. 
For the TEN BEST letters p 


under the Retail Automobile 


OT like about the 





ublished we will give ten one- 


year subscriptions (new or renewal) to Automotive Daily 
News, valued at six dollars each. For the next TWENTY 
letters we will give twenty half-year subscriptions, valued 


at $3.50 each. 


A total of thirty (30) prizes valued at $130.00. Each letter 
must be a genuine contribution from a dealer or salesman 
actively engaged in selling automobiles, or trucks, at retail. 


Our Editor’s decision as to 


the relative merits of letters 


submitted will be final and each letter must be signed. The 


writer’s name will be withheld 


from publication, if requested. 


All letters must be postmarked prior to midnight, April 15, 


and addressed to... 


WILLIAM C. CALLAHAN, Managing Editor 


Automotive Daily N 


ews, Detroit, Mich, 
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J. B. Siegfried Resigns 
Post at Motor Wheel 
Lansing, Mich., Apr. - An- 
nouncement is made that J. B. 
Siegfried has resigned as vice- 
president in charge of sales of 
Motor Wheel Corp. and that Sieg- 
fried will remove to California 
May 1. His future plans are still 


LAMP 


used as the base metal. 


f\ 


ANACONDA 


a 


to perform. 


undetermined but it is thought he 
will not be satisfied to remain in- 
active. 

Siegfried, who hadn’t had a va- 
cation in 20 years, visited Cali- 
fornia this winter and liked the 
country so well that he purchased 
a home in Berkeley and decided 
to resign his position in Lansing. 

Siegfried started with Olds in 





How Does Your Garden Grow? 





Showing the versatility of the motor truck we here have a Federal model especially equipped for 
handling trees on the hoof. This is only one of the thousands of varied jobs Federals are called upon 





1906 under R. B. Jackson. He 
followed the latter to Hudson in 
1909 and later was general man- 
ager of the King Motor Car Co. 
In 1919 he became vice-president 
and sales manager of the Auto 
Wheel Co. of this city which in 
1920 became Motor Wheel. In 
1929 Siegfried was named vice- 
president and general sales man- 
ager. 


& SHELL 


CHROMIUM 
PLATED 


HIS wnretouched photograph shows quite 
conclusively that chromium plate retains 
its good appearance longer when Brass is 


Millions of cars in use today are equipped 
not only with lamps and trim of chromium 
plated Brass, but with radiator shells of this 
same metal. Why? Because chromium plat- 
ing on Brass is more durable, retains its good 


THE AMERICAN BRASS COMPANY 


General Offices: Waterbury, Connecticut 


ANACONDA COPPER & BRASS. 
/ 





appearance longer . . . Brass cannot rust to 
dislodge the plating. Because Brass is easy 
to form. Because Brass requires less time 
for polishing, and fewer operations prepara- 


tory to plating. 


Complete data on Anaconda Sheet Brass for 
any contemplated purpose furnished on re- 
quest. A selling representative or sales engi- 
neer will be glad to call at your convenience, 





Offices and Agencies in Principal Cities 
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DON’T TAKE OUR SAY-SO*READ 
OWNERS SAY . THE NEW 


THE 


ECONOMY... . 


‘‘Like many others, I thought a six might be 
more economical . . . but now I am very 
much sold on my new 1934 Pontiac. On 
my longest trip, which was a little over 800 
miles, I averaged 17 miles per gallon of 
gasoline at a speed which averaged 50 miles 
per hour. I changed oil one time but did 
not have to add any. . . . The 1934 Pontiac 
is even more than claimed by the manu- 
facturers.”’ 


B. H. M., North Carolina. 


OTHER OWNERS SAY... 


“This is the first car costing under $1200 I have ever 
owned. If it continues to give me the service and satis- 
faction that it has to date, you can rest assured I will 
always drive Pontiacs.’’—M. L. S., Ohio. 


“I never owned a car that started as easily, especially 
in zero weather. It ‘kicks off’ immediately.”’ W. F., 
Pennsylvania. 

* 
“March 16th I drove my new Pontiac 176 miles at 50 
miles per hour and used 11 gallons of gas.”"—A. H., 
South Carolina. 

* 
“My family thinks it rides more comfortably than any 
other car costing twice the price.”—F. R. T., Illinois. 





AISE ROLLS IN FOR PONTIAC’S 


SMOOTHNESS .. 


“Our new 1934 Pontiac is giving us real 
pleasure. The car is unusually economical, 
giving better than 16 miles to a gallon of 
gasoline, and is the smoothest running, 
easiest riding automobile we have ever 
owned. In the 1934 Pontiac you have some- 
thing of which you can be justly proud It 
is a new experience to find qualities hereto- 
fore offered only in very expensive automo- 
biles at the low price of the 1934 Pontiac.”’ 
K. W., Illinois. 


“It gives big-car performance at small-car operating 
cost.””"—G. D. R., Iowa. 
® 


“After a careful check-up upon completion of the first 
1,000 miles, I found my 1934 Pontiac averaged 17,5 
miles per gallon of gasoline. This was at speeds 
ranging from 35 to 50 miles per hour.”’—R. C. B., 
Wisconsin. 





WHA 











DEPENDABILITY! 


“T have just driven a 1934 Pontiac Eight, 
belonging to a friend of mine, that already 
shows more than 25,000 miles on its speed- 


ometer. It rides as easily and runs as 


quietly as the model in which I took a 


Pontiac demonstration last week. I’m 
certainly glad to place my order for a 
Pontiac Two-Door Sedan. If mine stands 
hard going as well as my neighbor’s, I'll 


be migkty well satisfied with my choice.’’ 
F. A. B., Michigan. 





FINE QUALITY AT A VERY LOW PRICE MAKES IT WORLD’S GREATEST VALUE! 


“I just returned from a trip of 185 miles and used only 
10 gallons of gasoline.””—C. E. O., Illinois. 


“Your claims were very modest. I find that my 1934 
Pontiac Sedan more than fulfills all of them—motor 


smoothness, ease of operation, speed, economy 
(I am getting 16 miles to the gallon) and riding 
comfort.’”-—H. R. B., Iowa. 


Get a PONTIAC EIGHT 


for your money 


YOU'LL LIKE THE PONTIAC FRANCHISE —Take advantage of the opportunity offered by this popular 
swing to Pontiac. You can make immediate profits with the Pontiac Straight Eight, and you can build a permanent, substan- 
tial business for the future. Pontiac’s methods of doing business and Pontiac’s discounts will appeal to you. For information on 
territory available, wire or write to A. W. L. Gilpin, General Sales Manager, Pontiac Motor Company, Pontiac, Michigan, 


y 
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th Dimension 


The News of Automotive Advertising 





NNOUNCEMENT came this week from A. W. L. Gil- 
ger of Pontiac Motor Co., of 
rtising manager, 
nd, for the past 
hevrolet, to suc- 


pin, general sales mana 
the resignation of R. H. White as adve 
and the appointment of Frank A. Bere 
year assistant advertising manager of C 


ceed him. 


“Bud” Berend comes to Pontiac with a wealth of adver- 


tising experience, including associations with Sweeney 
——— 

) ever, that Mr. Coe was for many 
| years a prominent Eastern motor 
| car distributor, and that it was 
|from this spring-board that he 


& James, Inc., Cleveland agency 
with whom he 


Started in the Se 
business the 4a _ 
Chicago Tri- 

bune, the Fort 


Shelby Hotel in 
Detroit, the Ritz 
Tower in New 
York, and vari- 
ous General Mo- 
tors units. Much 
of Mr. Berend’s 
work has been 
in the outdoor 
advertising field. 





Frank 
A. Berend 


* * * 


ASSOCIATION of an outdoor 
expert with Pontiac seems to be 
particularly appropriate in view 
of the outstanding boards that 
that division of G.M. has managed 
to keep consistently before the 
public eye. Remember _ those 
prize-winning “It’s Spring — Get 
A Pontiac” posters that brought 
forth the plaudits of the industry 
last year and the year before? 
Well, the famous birds are com- 
ing back once again this year- 
this time in the form of posters 
for dealer showroom windows, 
instead of outdoor boards as they 
were in '32 and '33. In ’32 there 
were two adult birds; last year 
some little ones were added. This 
year there is a reversion to the 
original scheme; there are again 
only two, and the slogan is 


“Spring Again—Buy A Pontiac— 
A Straight 
The 


Get 
Money.” 


8 For Your 
profound and 


<HAAn._ 





__ Ain. 
TO TOO 


troublesome question seems to be: 
Did the youngsters fly away and 
leave their papa and mama alone 
on the roost, or is it the old folks 
who have disappeared, leaving 
their now grown-up children to 
carry on the grand old Pontiac 
Spring tradition? 


* * * 


AFTER WEEKS and weeks of 
rumors, official confirmation 
finally came this week of the re- 
port that 
Charles Francis 
Coe, Inc., New ; 
York agency } 
handling Gener- 
al Electric “in- 
stitutional,” has 
merged with 
Maxon, Inc., De- 
troit agency in 
charge of Reo 
Motors. 

Mr. Coe, who 
became execu- 
tive vice-president of the merged 
organization and general manager 
of its New York office, is nation- 
ally recognized as an outstanding 
criminologist and magazine con- 
tributor. He is the author of 
“Swag” and “Me, Gangster,” both 
best sellers. 





Charles F. Coe 


It is interesting to recall, how- | 


By IRVING BECKMAN 


| jumped into the whirl of sales 
| promotion which has carried him 
' to his present high post. 


* * * 


ANOTHER CLEVER piece of 
| outdoor advertising appeared in 
| Detroit this week that most cer- 
| tainly merits mention. Plymouth 
| Motor Corp., which has thrown 
| tremendous force behind promo- 
| tion of its all-steel body, has 
| bought space, both fore and aft, 
2) the outside of Detroit street 
| cars to display the following sign: 
|“FOR SAFETY This Car is Built 
|ALL STEEL. So Is PLYM- 
|OUTH.” The sign, done in red, 


FOR SAFETY 


shes Cae oS Delt 


ALL STEEL 
Lb aak 4a 5 


PLYMOUT 


ait ere 
' 


Ss 





| white and blue, colors which have 
|}adorned many other Plymouth 
| displays, gives this quick impres- 
| sion to the motorist’s fleeting eye: 
|\“FOR SAFETY—ALL STEEL— 
| PLYMOUTH.” Needless to say, 
|the posters are used only on 
|handsome all-steel street cars, 
| none of them on the Toonervilles, 
| of which, sad to say, a few still 
'remain in Detroit. 
* og * 

WITH SPRING here in theory, 
if not in fact, the tire companies 
are stepping up their advertising 
| activities in no uncertain manner. 
| Goodrich, with “triple protection” 
as the mainspring of its Silver- 
town advertising movement, is 
telling Mr. and Mrs. Automobilist 
|that “road tests prove triple pro- 
tection checks 80 per cent of pre- 
mature failures.” U.S. is count- 
ering with “tempered rubber,” 
which the pencil-wielders at U. S. 
claim to be “the toughest tire 
tread ever developed.” Kelley- 
Springfield is hammering hard on 
| ““‘vitalized rubber” and the tests 
| which are purported to prove it 
superior. And Lee of Conshohocken 
|is placing all the printer’s ink it 
|}can muster behind the personally 
signed guarantee which dealers 
| present to purchasers of the De 
Luxe Lee product. Obviously, the 
tire companies are doing their 
part to bounce “the situation” 
| back to normal. 

* * * 


APPOINTMENT of a new 
| agency by any firm is always the 
| signal for a burst of fresh adver- 
| tising activity by the “appointer” 
through the “appointee.” So watch 
for interesting things from the 
| aggressive Timken-Detroit Axle 
Co., which has just placed ad- 
|ministration of its advertising 
budget in the hands of Williams 
& Reilly, 

Lewis Williams, 
contacted Timken 
former agency associations, was 
for many years with Williams & 
Cunnyngham, Chicago; and John 
R. Reilly was formerly with the 
Chicago Daily News and Crowell 
Publishing Co. 

+ 


| 


who has long 


* * 


COPY WRITERS for Alemite 


new Chicago agency. | 


during his | 


By EDWARD H. DEVLIN 
Detroit, Apr. 6. 
tion statistics for January, 


turers by their 
into production. 


Of the three largest manufac- 
turers, Chrysler, General Motors, 
and Ford, only Ford activity is 
reflected in registration gains dur- 
ing the opening month of the 


Final registra- 
re- 
cently completed, show the wide 
swath that has been cut into the 
records of the leading manufac- 
inability to get 


while busy making sales, 


were 


unable to record their sales gains 


in registrations. 


Ford, who an- 


nounced his new models on Dec. 
7, nearly doubled his sales over 


January, 1933, 


registering 25,828 


this year to 13,097 last year, and 


moved into first place 
paritive position. 
he replaced Chevrolet as 


leader, Chevrolet dropping 


29,935 in January, 1933. 


in com- 
In this move 
the 
to 
third place, with 7,222 cars reg- 
istered last January compared to 


Production Delays Are Mirrored 
In Final January Tabulations 


January, 1933 record. Ford, as 
stated before, came first. Then 
in line came Nash, gaining 713, 
Dodge, gaining 442, Continental, 
gaining 330, Auburn, gaining 179, 
and Reo bettering their last year’s 
effort by nine units. The Con- 
tinental gain is interesting, if 
you like percentages, in that it 
represents 5,333 per cent improve- 
ment over January, 1933. 


The industry as a whole lost 
18,603 registrations compared to 


year. Due to delay in stocking the last year figure, a percentage 
dealers, the two other makers, It is a matter of public record] decline of approximately 23%. 
Total Registra- % Grand Total Gain or Loss in 
Position tions for Jan. Registrations 1934 over 1933 
1934 1933 1934 1933 1934 1933 Units Per Cent 
eo: 4 re 14,589 17,754 23.7 22.2 — 3,165 — 17.9 
AR ae 14 10 450 1,196 7 1.5 — 746 — 62.3 
A gisiirnd-4 5:6 oie 8a 12 9 500 1,371 8 1.7 — 871 — 63.5 
ee ae 4 6 3,960 3,518 6.4 4.4 + 442 + 125 
po: re 2 3 9,679 11,669 15.8 14.6 — 1,990 — 162 
EE, eee ee Some bs 25,940 13,308 42.3 16.6 -+12,632 +- 94.9 
ra vias Kae sees 1 2 25,828 13,097 42.2 16.4 +-12,731 + 97.2 
DE? ew h2s bd eons 24 22 112 211 a 2 - 99 46.9 
GENERAL MOTORS .... 13,133 39,734 21.3 49.86 26,601 66.9 
ED av 9 6x 66-444 66.0 0:8:0 05 5 5 2,738 3,816 4.5 4.8 - 1,078 27.9 
ER ie Stara co’ gine pasa:b 6-5" 21 18 183 309 3 39 - 126 40.8 
NE, © ya bh 0s.060 00-0 3 1 7,223 29,935 11.8 37.5 22,712 — 75.8 
RE osrsra ada 90'sr4'e so 25 19 69 293 06 37 224 — 176.7 
I 6 bbe ss 08a 10 11 557 1,039 9 1.4 482 - 46.3 
Snag i.0'68'a-s we ore 6 4 2,363 4,342 3.8 5.4 1,979 45.5 
EE? aka x ies in cig iain Bei. 919 1,731 1.5 2.2 812 46.8 
Rrra 23 21 122 240 - 3 118 - 49.2 
ye 9 8 797 1,491 14 1.9 — 694 - 46.5 
TIE coc ibiccsccenceee 15 20 434 255 # 3 + 179 70.2 
NE ee 22 17 180 435 3 55 — 255 — 68.6 
CONTINENTAL ......... bj 26 336 6 5 330 +-5333.3 
WPPETIREGEE 555 occ esses 26 8625 47 126 04 16 79 — 62.7 
CE vv cxcecedeos sac 13 14 453 678 7 84 225 - 33.1 
See Te ee 18 16 292 483 5 6 - 191 39.3 
a ip stie hase a vuawcces 8 13 1,468 755 2.4 9 + 713 + 94.4 
ED vein kd aa oneaeeee 16 15 349 523 5 ” 174 — 33.6 
PIERCE-ARROW ....... 19 24 99 138 16 16 - 39 — 28.2 
CE abcgded xs ke rdexvss 20 89.23 208 199 34 2 + 9 + 45 
STUDEBAKER .....:..-. 7 7 2,242 2,390 3.8 2.9 - 148 — 62 
Se 11 12 506 1,010 8 4 — 504 49.9 
MISCELLANEOUS ....... 47 320 
TOTAL JAN. REGIS. 61,242 79,845 


— are not mincing words in 
promotion of their new Special 
High Speed Motor Oil. “A Super- 
Oil that won’t burn up, won’t thin 
out... and actually saves you 
money,” is the caption introducing 
the new product in consumer 
publications. They are quick to 
point out, too, that the new high- 
speed oil is hanging up new rec- 
ords in gruelling airplane tests, 
conducted under hazardous condi- 
tions. 
* * * 

DIMENSIONETTES: The au- 
tomotive division of Gar Wood 
Industries, Inc., Detroit, will 
launch a new campaign for Aro- 
flo streamline fender guards, 
through Arthur R. Mogge, Inc., 
Chicago agency. Oscar L. 
Mittelstaedt, who formerly held 
forth as assistant to Emerson J. 
Poag, Dodge Brothers director of 
merchandising and advertising, 
has left the Chrysler unit to be- 
come associated with the Electro- 
graph Co., Detroit agency. ... 
Aluminum Industries, Inc., Cincin- 
nati, makers of Permite products 
for automobiles, trucks and buses, 
has appointed the Cincinnati 
agency of Keelor & Stites to di- 
rect a drive via trade papers and 
direct mail. . Jack Benny, 
former Chevrolet high priest of 
radio humor, has been converted 
to the General Tire & Rubber Co. 
cause. He started a weekly NBC 
program for the tire company last 
night. It will last through the 
Spring, at least. . . . Automotive 


ers, Inc., have appointed Mae M. 
Wilkins director of publicity. 


N.Y. Distributor 


New York, Apr. 6.—Wheels, Inc., 
|of this city, has recently been 
|appointed distributor in the 
metropolitan area for the Timken- 
| Detroit Axle Co., and the Ross 





Gear & Tool Co., it was announced 


‘here today. 


Parts & Equipment Manufactur- | 


@®that Chevrolet experienced great 


delay in getting their lines func- 
tioning properly, and statistical 
hounds can look for a livelier race 
when the February registrations 
are complete. 

Plymouth was moving fast 
enough around the first of the 
year to grab second place. While 
their registrations dropped from 
11,669 to 9,679, the mark was still 
good enough to warrant their 
position as runner-up. 


As to the percentage of the 


grand total of all registrations | 


for the month, Ford again led the 
pack, grabbing, with the aid of 
Lincoln, 42.3 per cent of all reg- 
istrations, Next in line was the 
Chrysler group, registering 14,589 
cars, representing 23.7 per cent 
of the field. Following them came 
General Motors, who dropped 26,- 
601 from their January, ’33 total 
of 39,734, representing 21.3 per 
cent of all makes. 


Due to the late start on produc- 
tion lines, it will be seen that of 
26 makes, only six were able to 
show an improvement over the 











The best improvement in posi- 
tion was made by Continental, 
coming up from 26th a year ago 
to 17th in January, '34. Auburn 
also had the pressure on, and rose 
five places to 15th position. La- 
Salle, on the other hand, getting 
off to a very late start on their 
new models, dropped from 19th 
place to 24th. 


Registration figures, it should be 
remembered, do not justly repre- 
sent sales for the same month. In 
many cases cars sold in one 
month are, for several reasons, 
not registered until the following 
month, in which case they would 
not show in the _ registration 
figures of the month of sale. 


For instance, the stories that 
came from the national and local 
auto shows related huge increases 
and growing banks of orders. 
That the sales of these cars are 
not shown in the January regis- 
tration tabulation is because deal- 
ers, although they had sold the 
cars, were not in a position to 
make deliveries. 
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PRECISIVN BEARINGS 


BALL RYLLER AND THRUST 
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F COURSE, Nash has individual front wheel suspension . . . and 
has it in the most simplified, dependable form ... obtaining 
desired results without sacrificing the strength of a front axle. 


And here’s another, even bigger advantage. With the Nash system of 
front wheel suspension, the wheels bank naturally on a curve—just as 
a bicycle banks on a curve—with all weight pressing straight down 
through the center of the tire tread. 


As The wheels do not lean outward away from the curve, 
with weight off balance, causing tire roll, tire squeal and 
both strain and wear on tire side walls. 


And furthermore, Nash dealers like the fact that individual front 
wheel suspension is left entirely to the buyer to decide whether or not 
he needs it or wants it—for Nash makes it optional on both the 
Nash and the LaFayette lines. 


NASH FRANCHISE NOW A DUAL FRANCHISE 


With the 1934 Twin Ignition Nash and the new ‘‘ Jeweled Movement”’ LaFayette both under one 
franchise—with a price spread all the way from $635 to $2055—the stream of new dealers wishing 
to handle these cars is taking on the proportions of a parade. Interested dealers should write 
at once (in confidence of course) to the Sales Department, Nash Motors, Kenosha, Wisconsin. 











AUTOMOTIVE DAILY NEWS, SATURDAY, APRIL 7, 1934 


«What Price Floor Play?” Asks Sales 


Average Salesman’s Profit 
Earned “On the Floor” 


H. W. Maass, district manager for Pontiac Motor’ Co. in the 
New York zone, who claims a diversified experience in the auto- 
; , Alege ‘ 
mobile business over the last 24 years, dubs himself “a post-grad 
uate in retail automobile advertising, xow in the freshman class.” 


The recent article by H. A. Wehmeier, of Chicago, which appeared 
i» Automotive Daily News, has inspired Mr. Maass to offer a 
few comments om “What Price Foor Play.” Automotive Daily 
News, feeling that Mr. Maass’ comments may prove of benefit to 
dealers, offers them to its reacers. Readers may remember Mr. 
Maass’ views on compensation methods for retail salesmen which 
appeared in ADN a few years ago while he was salesmanager for 
Bates Chevrolet Co., New York City. 


By H. W. MAASS 


A RECENT article in the Automotive Daily News by 
A. H. Wehmeier, a recognized authority with prac- 
tical experience in retail automobile merchandising, had 
the following quotation: ‘‘Salesmen complain about rela- 
tive poor floor play.” 

What price do you wish to pay for increased floor play? 
Anyone who has had anything to do with hiring retail 
salesmen knows that the earning ability of the average 


automobile salesman depends upon the amount of floor 
play he gets. In New York,©——— 

Chicago, or any large city— try | 
to hire a salesman by telling him 
that he gets no floor time. If 


But—again you test fate and say 
“Why hire more men? If more 
activity gets more results why 





of 


the list. 


time. 


Certainly, your “stars” will 


tivity develops. 


to close deals. 


Ta ciicnseipiiiniaeeiriinmmn 


this article. Increased intelligent 
contacts are never kept up long 
enough with the same force to 


. What Mr. Ntadinn Thtths 


Salesmen complain about relative poor floor play. 
ok * 


Did you ever ask your men to indicate the source from 
which prospects are secured? 


* * 


The factory advertising manager is the best salesman any 
dealer has because he controls the greatest reason for floor 


* * 


dealer with a protest—but have “guts” enough to face them 
squarely and promise increased incomes to all the good men 
if they follow out instructions. 

* ok 


You will be surprised how many good men additional ac- 


* * 


I would rate men by the following: 
make intelligent contacts by the hundreds and their ability 


* # 


Add intelligent direction of this larger force, and you in- 
crease profits of your dealers, yourself, and your good men. 


Floor or showroom heads 


* 


* 


come to you or go to your 


* 


* 
Their willingness to 


* 


you increase profits of your deal- 
er, yourself and your good men. 
Don’t let a few high binders scare 


he has ever sold cars before he 
will skip out of your office so 
fast with no intention of return- 
ing, that it will surprise you. If 
you want to precipitate trouble 
among your sales organization 
just take floor time away and 
see how quickly they start look- 
ing for jobs from your competi- 
tors down the street. 


Floor Time Important 

Why is floor time so important? 
Did you ever ask your men to 
indicate the source from which 
prospects are secured? Floor or 
showroom, heads the list. Of 
course, when it is made so easy 
for salesmen to earn their com- 
mission from floor prospects we 
can’t blame them if they kick 
when we hire more salesmen and 
split their floor time. If you had 
the time and the ambition to 
study the real source of pros- 
pects you would find so many 
reasons why a prospect walks 
into your showroom and gets him- 
self interviewed by your sales- 
man that you would soon direct 
your activities as sales manager 
toward the real reason why floor 
time is the salesman’s friend. 
Every sales manager will admit 
that if he knew what his best 
source of prospects is, he would 
spend most of his advertising ap- 
propriation there. The factory 
advertising manager is the best 
salesman any dealer has because 


he controls the greatest reason | - 


for floor time. 

Next, word by mouth advertis- 
ing of satisfied owners adds its 
share to floor-time. The promi- 
nence of the car and the dealer’s 
reputation in his community con- 
tribute no little amount to the 
total. You will admit all this 
and say—“Certainly, but what has 
this to do with ‘What Price Floor 
Play?’” The dealer’s sales man- 
ager controls the opening of the 
front door just as much as the 
door hinges do. 


Hire More Men 


| deals. 





Mr. Sales Manager, you are the | 


one to whom I want to direct my 
remarks and I hope that your 
salesmen will listen too. HIRE 
MORE MEN! Do I hear howls 
of objection? Don’t stop, how- 
ever, by just hiring them. Cer- 
tainly, your “stars” will come to 
you or go to your dealer with a 
protest—but have guts enough to 
face them squarely and promise 
increased incomes to all the good 
men if they follow out your in- 
structions. Your direction and 
the intelligence with which your 
instructions are carried out is 
the secret to more floor play. As 
certain as results follow any 
shake-up, you can bet your bot- 
tom dollar that increased activity 
on the part of your organization 
will bring about more floor play. 


not have my present organization 


| work harder and then they will 


get more floor play divided among 
them and they will earn more 
money.” You probably will sell 
yourself the idea that a few good 
men are better to have around 
than lots of mediocre men. You 
are right about the good men 
but—you will be surprised how 
many more good men additional 
activity develops. 
Judging Men 

I would rate men by the follow- 
ing: Their willingness to make 
intelligent contacts by the hun- 
dreds and their ability to close 
Start tomorrow and in- 
crease your outside contacts with 
more men and watch the floor 
play increase automatically with- 
in a short time. Make these 
outside contacts intelligently and 
keep them up. Follow up every 
call with literature and direct 
mail activities and no one in 
your organization will kick be- 
cause you doubled your selling 
force. The few good men will 
increase their earnings and the 
many mediocre men will con- 
tinue to exist as they did before. 
But your salary and overide com- 
mission will increase and your 
dealer will never start to wonder 
if he should change his sales 
manager. 

Let me emphasize and make 
sure you got the “meat” out of 


C li Hudson Chief 


Notes Business Recovery 


Montreal, Apr. 6.—A_ general 
improvement in business through- 
out the western part of Canada 
was reported by Ross Mackin- 
non, general sales manager of 
Hudson-Essex of Canada, Ltd., 
on his return from a trip to the 
Pacific coast. 

“There are unmistakable signs 
of business recovery,” he stated. 
“Anyone who is inclined to be 
pessimistic should take a trip 
through the Canadian West; he 
will return home full of optimism. 
The people are feeling and talk- 
ing ‘business recovery’ and this 
cheerfulness is justified by an 
apparent business pick-up.” 


Need Mas a 

Omaha, Neb., Apr. 5.— The 
Douglas Truck Mfg. Co. sold 
its plant at 30th and Sprague 
Sts. and will move to a down- 
town Omaha location Apr. 15. 
The company has taken a lease 
on a larger building at 1715-17 
Cuming St. The move will be 
made to provide more room for 
the increasing volume of busi- 
ness and to be more conveniently 
located for city and country truck 
owners, it was stated. 


direction of this larger force and 





telligent outside contacts. 





Manager 


Business Spurt 
Expected In 


Spring, Summer 


New York, Apr. 6.—A noticeably 
optimistic outlook towards an 
upturn in business this spring 
and early summer was displayed 
by the dealer members who at- 
tended the annual meeting of the 
Automobile Merchants’ Assn. of 
New York, Inc. held at its head- 
quarters, 250 West 57th St. on 
Mar. 30. Guy O. Simons, pres- 
ident of the association, and 
president of Simons Stewart Co. 
presided. 

With factories in full produc- 
tion, any dealers reporting an in- 
crease in demand, the passenger 
car and motor +ruck dealers and 
distributors who attended this 
meeting were very definite in 
their statements that business 
had taken a great forward im- 
petus and the industry was on 
the road to better times. 

At this meeting George Stowe, 
vice-president and general man- 
ager, Reo Motor Car Co. of New 


get continued increased returns,| you and stop you from doing your | York, Inc., and C. B. Warren, 
but increase the size of a selling} bit for the return of better times. | president, Warren Nash Motor 
organization and you increase The answer to “What price floor | Corp. were elected to serve on 
your contacts. Add intelligent} play” is obviously increased in-| the board of directors for a period 


of three years. 








YOU ARE VIOLATING THE RULES OF 








GOOD SALESMANSHIP 





UNLESS YOU MAKE SURE 


THAT EVERYONE OF YOUR CUSTOMERS GETS 


Safety Glas 


ALL-AROUND 


The first lesson anyone ever learns about 
selling is to give the customer what he 
wants if it is possible to do so. The public 
wants Safety Glass. And wants it all- 
around. There is all kinds of evidence to 
support that point. The principal danger, 
today, is a possible misapprehension, on the 
buyer’s part, of the extent to which Safety 
Glass is provided in the car under consider- 
ation. He often finds, after accepting deliv- 
ery, that he has it in the windshield ONLY, 
when he thought he was going to get it in 


the windows, too. And he is disappointed. 


errs 





For prices on 


in all the windows. 


tions or replacements, call any L-O-F 
dealer listed in the ‘*Where-To-Buy It” 
section of your local telephone book. 


LIBBEY: OWENS: FORD 
4 SAFETY GLASS 


Safety Glass installa- 


That is why it is good selling to feature 
Safety Glass when you are making the sale. 
Tell all the facts about it. Emphasize how 
inexpensive it is to have it all-around. Then 
back up your story by having your floor 


cars ready for delivery with Safety Glass 


(And don’t forget, 


when you sell one of these cars, you make 


an extra profit on the extra equipment.) 
LIBBEY-OWENS- FORD GLASS COMPANY, TOLEDO, OHIO 
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Of all the new motor cars introduced this year, none has so thoroughly captured the imagination 
of men and women who love the fine and beautiful as the sensational streamlined La Salle. It 1s 
as new as tomorrow's headlines... yet perfectly attuned to the tastes of today. lt is the supreme 
expression of streamline design ... yet the most beautiful car of 1934. The bodies are exclusively 
by Fleetwood—the custom division of the Fisher Body Corporation! The chassis is exclusively by 
Cadillac! (nd the new prices are $1495 and $1595, at Detroit—almost a thousand dollars 
less than last year. Is it any wonder that with each passing week this lovely streamlined 


La Salle adds to its reputation as the car that set a new style and a new value overnight? 


LIST PRICES AT DETROIT 


The new 1934 La Salle opens up a much wider market, with greatly increased . 149 SY 


sales and profit opportunities, for Cadillac-La Salle dealers in every part of Pye oS 
the United States. You may find it possible to acquire this valuable franchise . | > 5 
in your community, and participate in the steadily increasing sales success of 


the new streamlined La Salle and the new Cadillac V-8, V-12 and V-16. Write 







or wire, Sales Department, Cadillac Motor Car Company, Detroit, Michigan. (Equipment other than standard at slight extra cost) 
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Dealers’ Real Profit Found in Service Volume 


Ten Per Cent of Volume Happ Resumes 


Yields 49 
of the 


Per Cent 
Profits 


By E. M. 


LUBECK 


ONF of the leading shop equipment manufacturers has 
a real message in his catalogue for the motor car 


dealers of the country. He 


calls their attention to the 


fact that his investigations for the past year show that 
new and used car sales account for 90 per cent of the 
dealers gross volume in a given period and that this boils 


down to 51 per cent gross profit. 


He also shows that the 


dealer’s service accounts for 10 per cent of the gross 
volume but that this 10 per cent® 


aggregates 49 per cent gross| 
profit. 
Here is how he set it up: 


New and used car sales, 90 per 
cent volume, 51 per cent gross; 
service and parts, 10 per cent 
volume, 49 per cent gross. 

In order that the dealer may 
follow his line of reasoning he 
shows the picture in dollars as 
follows: 

One hundred thousand dollar 
volume equals sales volume $90,- 
000, service volume $10,000 or 
$10,000 service and parts volume 
equaled $4,900 net and sales vol- 
ume equaled $5,100 net to which 
he adds the significant statement 
that it will therefore be seen that 
the after sales business produces 
eight and three-fifths as much 
profit per dollar invested as car 
sales. 





Chart a Course 

This is a picture worthy of the 
attention of every motor car dealer 
in business today and something 
which will enable anyone contem- 
plating going into the motor car 
sales and servicing business to 
chart a very definite course for 
his business activities. The fig- 
ures are more remarkable when 
one considers that the average 
dealer today is servicing only a 
small percentage of the cars, new 
and used which he has sold dur- 
ing the past three years. Those 
who have given time and thought 
to the study of service activities 
say with authority that the av- 
erage dealer is doing service and 
maintenance work on less than 
20 per cent of the cars he sells. 
Any dealer doing more than that 
is adding substantially to his 
gross profits. He has a good 
business. 

Again the manufacturer issu- 
ing this catalogue has buried in 
it some of the most interesting 
material we have seen in many 
a day. He starts out with the 
statement that every car sold 
must be serviced and that the 
amount of service volume is in- 
creasing every day. He adds “the 
big oil and tire companies are 
alert to the big profits to be made 
in service and it is no wonder 
that they are buying or leasing 
the choicest corners in the busi- 
ness and residential sections of 
every city and spending millions 
of dollars for luxurious and at- 
tractive filling and service sta- 
tions. These buildings are not 
erected haphazardly. The ar- 
chitecture has been studied to 
attract the eyes of the motorists. 
They are planned to give the 
greatest efficiency from the stand- 
point of movements of cars and 
beyond that they are equipped to 
give service faster and better 
apparently than the shops of the 
average dealers.” He gives these 
service stations a lot of praise 
but then adds wisely, “why do 
established motor car dealers let 
those who had no hand in the 
selling of the cars take all this 
profitable business away from 
them? Every dealer should start 
now to get back the business 
which he created and which 
rightfully belongs to him.” 


Modern Tactics 


He contends that the dealer 
should get this business back by 
adopting up-to-date service tac- 
tics. A little study by the dealer, 


he says, will show how obsolete 
his shop equipment is and that 
the average dealers place of busi- 
ness gives every evidence of hav- 
ing been built years ago along 
lines which for some reason or 
other have become conventional 
but are not in line with service 
ideas developed during the past 
two or three years. He does not 
advocate any drastic methods but 
his first advice is to clean up the 
present shop and get rid of the 
dirt and grease. He then advo- 
cates getting rid of the grease 
pits and other obsolete shop 
equipment which is cumbersome 
and often not economical. Mod- 
ern equipment can be had today 
for a little money and when the 
place is cleaned up car owners 
will be attracted to the shop. He 
suggests that the dealers shouid 
get into their cars and take a trip 
around town and see for them- 
selves the number of cars they 
have sold which are being serv- 
iced at the various corner serv- 
ice stations. Check them over as 
they are up in the air on the 
grease hoists and listen to the 
stations service mechanics call- 
ing the attention of the owners 
to the various additional needed 
repairs. It will be a revelation 
to many a dealer. 


Definite Plan Needed 


Body Work in 
Cleveland Plant 


Detroit, Apr. 6.—Hupmobile’s 
Cleveland plant, closed since De- 
cember for the retooling for new 
models, has resumed operations 
and is now producing bodies for 
the two Aerodynamic models, it 
is announced by company of- 
ficials. 

More than a million square feet 
of floor space is being utilized, 
and new dies and new machinery 
have been installed for body pro- 
duction adequate to meet dealer 
demands. While the bodies for 
these two Aerodynamic cars will 
be produced in Cleveland, both 
cars will be manufactured in De- 
troit. Three body types are avail- 
able in both models 


He ends his advice to the car|™ 


dealers by suggesting that they 
adopt a definite plan of action 
for the purpose of getting the 
car owner back into the fold and 
says to the dealers, “You need 
these extra profits that come from 
service for two reasons: first, for 
the money that you can make, 
and secondly, the goodwill that 
you can establish. The other 
reasons are obvious but above all 
things remember that it is the 
interest you display in the car 
owner new or used that opens 
the way for new car sales. Serv- 
ice makes sales and both make 
profits.” 

This manufacturer has. the 
right idea. 1934 offers the deal- 
ers an opportunity to entrench 
themselves for the future and 
likewise an opportunity for those 
who study the field first before 
they go into business. 


Ford of Canada, Ltd., 
Announces Promotions 

East Windsor, Ont., Apr. 6. 
Promotion of three members of 
the Ford Motor Co. of Canada, 
Ltd., is announced at the com- 
pany’s head office by Wallace R. 
Campbell, president. 

First among the appointments 
is the promotion of J. E. Swan- 
car to the general sales depart- 
ment, succeeding N. V. Waddell, 
who recently was placed in 
charge of the Ford company’s 
sales and service branch at Cal- 
gary. Mr. Swancar was in charge 
of commercial sales. 

In view of the increasing ac- 
tivities of the commercial sales 
division, Mr. Campbell also an- 
nounced reorganization of that 
department and the appointment 
of P. G. Willey to be in charge 
of commercial and truck sales 
and of James Quinn, in charge 
of fleet sales. 


Recommend 


Ethyl contains sufficient lead (tetraethyl) to 
make it the world’s quality motor fuel. 


| senger sedan, five-passenger vic- 
| toria, and a three-passenger coupe 


with rumble seat for two. 
Shipment of the six-cylinder 
series 417—Hupmobile’s entry in 
the lower price field—is now well 
under way, according to execu- 
tives. Two body types are avail- 
able—the five-passenger sedan 
and two-passenger coupe with 
rumble seat. The start of pro- 
duction in the Ohio city’s plants 
will return to work hundreds of 


Electric Auto-Lite Files 


$9,000,000 Issue 
Washington, Apr. 6.—The Fed- 
eral Trade Commission announces 
that a $9,000,000 security issue 
has just been filed for registra- 
tion with the commission under 
the securities act of 1933 by the 
Electric Auto-Lite Co., Toledo, 
O., manufacturer of ignition sys- 
tems for automobiles. 
The issue provides for acquisi- 





a six pas-| 


tion of outstanding stock of Moto- 
Meter Gauge & Equipment Corp., 
Toledo, and for sale by Electric 
Auto-Lite of 44,925 shares of 
common stock. 


Moto-Meter Busy 

La Crosse, Wis., Apr. 6.—The 
Moto-Meter Gauge and Equip- 
ment Co. is employing 900 people 
and three shifts in the punch press 
department. The concern is turn- 
ing out three carloads of auto- 
mobile accessories daily. 


former Hupmobile employes in 
Cleveland. Hupmobile now has 
the largest bank of orders on 
hand since 1929, officials report. 


Onteris Road Plans 

Montreal, Apr. 6. — Ontario 
Highway Department plans to 
begin within about a month an 
extensive program of highway 
improvement on which about 
25,000 men will be employed with 
a total expenditure of 1,000,000 
pounds. 


Cars will run on “most 
anything... 


BUT HOW? 


‘this 


OU HEAR IT said that 
T. will run on any kind of 
Sure it will. It will run 
on kerosene—but it will knock its 


gasoline.” 


head off. 

No car can be better than its 
gasoline. The better the gasoline 
you put INTO a car, the better 
the performance you'll get OUT 
of it. 

Ethyl Gasoline keeps your cus- 
tomers happy. It gives them the 
best performance of their motors 
every minute and every mile. 

And now that the price is only 
2¢'a gallon over the price of regu- 
lar, the cost of the extra satisfac- 
tion that Ethyl gives is very 
small. Remember, the average car 
owner uses only about 8 gallons 
of gasoline a week. Ethyl Gaso- 
line Corporation, New York City. 


ETHYL 
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Pontiac Chiefs 
To Consolidate 
Recovery Gains 


lll Al lt A 
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Old War Time Trucks 


l 
| $5,826. Because a large number 


| of the highway department trucks 


Still Run in Colorado | are old excess war materials and 


Denver, Colo., Apr. 6.—Colorado 
owns and operates 460 trucks and 
automobiles in its various 
branches of government, an in- 
ventory by Ira R. Taylor, state 


| were not paid for, it is impossible 
| to obtain an accurate figure on 
the investment by the state, but 


| Taylor estimated the state has 


Graham Chief Engineer | 
Addressed Student Body | 





and the student branch of the 
Society of Automotive Engineers 
at 7:30 p.m., Thursday in the 


Detroit, Apr. 6—An address by | University engineering building. 


Floyd F. Kishline, assistant chief 
engineer of the 
Motors Corp., addressed a com- 
bined meeting of the University 


Mr. Kishline, who was princip- 


Graham-Paige | ally responsible for the develop- 


ment of the Graham supercharger 
in the new Graham car for 1934, 


| nearly a half million dollars in- 
vested in cars and trucks. 


Pontiac, Mich., Apr. 6.—Pontiac 
sales executives are traveling 
this week and next. 


| discussed the advantages of the 


purchasing agent, showed this 
| supercharger in the modern auto- 


; of Detroit Aeronautical Society 
week. The inventory was the first mies ionic 





Taking advantage of the settle- | to be made by any state officer of | The highway department leads | a: |mobile. The address was supple- 
ment of labor difficulties through- | the number of cars owned by the | the list of car users, with 119 au-| state and in addition use of doz-| mented by lantern slides illus- 
out the industry, all key exe-| state. From the oldest car to the | tomobiles and 172 trucks. The en-| ens of cars owned by state em-/trating the operation of the 
cutives of Pontiac Motor Co. are|}|huge, new, four-wheel drive | tire cost of operation and upkeep | ployes is paid for at the rate of |Graham supercharger in increas- 


seven cents a mile. | ing horsepower and acceleration. 


holding zone and dealer meetings | trucks, prices range from $25 to| 
in 24 important cities as far west - 
as Denver for the purpose of 
consolidating the progress made 


since the first of the year with a 


of these 460 cars is borne by the 


definite .selling program for 
spring and summer. 
Pontiac executives feel that 


their own field organizations as 
well as their wide flung dealer 
organization deserve their per- 
sonal commendation for their 
splendid efforts during the period 
of uncertainty which has con- 
fronted the industry in the past 
few weeks. 

Immediately following the 
meetings of factory executives in 
the zone cities, district managers 
will hold similar sessions in every 
distributing center throughout i 
the company’s 26 zones. (Ay 00s, i ‘ 

H. J. Klingler, Pontiac presi- Yea a ‘id 
dent, together with R. K. White, } : \' 4 
assistant general sales manager, i ; t, 
and F. A. Berend, advertising i ‘, ¢ 
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Dinner at 
Seven - 













manager, are covering Boston, 
New York, Philadelphia and 
Washington. A. W. L. Gilpin, 
general sales manager, will con- 
duct the meetings in Chicago, 
Milwaukee and Minneapolis. C. 
P. Simpson, assistant general 
sales manager will be in Mem- 
phis, Dallas, Oklahoma City and 
Kansas City. 

Members of the sales promotion 
department headed by W. R. 
Huber, manager of the depart- 
ment and assistants G. D. Burns, 
S. C. Bray and J. W. Slack will 
take charge of the meetings in 
St. Louis, Lincoln, Denver, In- 
dianapolis, Jackonsville, Atlanta, 
Charlotte, Pittsburgh, Albany, 
Cleveland, Detroit, Buffalo and 
Cincinnati. 


McAleer Will Announce 
New Steam Heater Line 





Detroit, Apr. 6.—The McAleer 
Mfg. Co., makers of polishing 
products, will shortly announce 


a complete line of automobile 
steam heaters for delivery and 
sale during the 1934-1935 season, 
it was revealed here today by V. 
J. Snively, director of sales. 

The new heaters, Snively de- 
clared, are far from an experi- 
ment and constitute a proven, 
practical installation to take care 
of all cars including Ford models. 
They will sell at competitive 
prices, he added. 

An outstanding feature of the 
new line will be the conversion 
unit which will enable owners of 
hot water heaters to turn them 
into steam heaters. This unit, 
according to Snively, will list at 
a nominal price, 


Perfect Circle Shipments 
To Date Best in History 
Hagerstown, Ind., Apr. 6.—Per- 

fect Circle shipped more piston 

rings from their four plants in 

Hagerstown, New Castle and Tip- 

ton, Indiana, and Toronto, Can., 

during the first three months of 

1934 than in any other quarter 

in its history, according to an an- 

nouncement by the company to- 
day. 

Employment in the four Per- 
fect Circle plants touched a new 
high on Apr. 1 when 1,309 per- 
sons were listed on the company’s 
records. More than 276 persons 
within the last 60 days have been 
added to the payrolls. 


Four o'clock at the fourteenth tee...and guests coming for _ Naturally such women favor a publication which balances domes- 


dinner. A close connection? Not for her! As home manager 


and hostess she has attained an efficiency any business man 


tic routine with personal interests, just as they do. Woman’s 
Home Companion is more to them than a source of practical 


might well envy ... Nor is she an exception. There are hundreds _ideas for conservation of housekeeping time and energy. It is an 


of thousands of her . .. advanced housekeepers active in sports— inspiring aid to individual development. 


From a merchandising viewpoint the enthusiasm of these 
modern home managers is invaluable. It tends to step up the 
voltage of advertising current; promote that keen relish 


for the new and improved which is the vitamin of sales 


civic affairs—the arts—yes, and politics. 
They’re through with the “endless round” of domestic 


drudgery—they’ve employed modern methods to gain 


leisure for self-expression. And their broader outlook Ky. 


makes them better wives and mothers. ae growth. 


Plant Addition 

Milwaukee, Wis., Apr. 6.—The 
Globe Union Mfg. Co. is erecting 
a one-story addition to its plant 
here having floor space of 15,000 
feet to house its radio parts divi- 
sion. The new addition will cost 
approximately $16,000. Employ- 
ment at the local plant is 760 per- 
sons working a 36-hour week. 
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Companion 


THE CROWELL PUBLISHING COMPANY - NEW YORK | 
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Motor Survey Refutes Propaganda by Railroads 


Shows Auto’s Contribution 


to Railroad Prosperity 


By WILLIAM ULLMAN 


Washington, Apr. 6.—Do 
four million Americans who in 
normal times derive their liveli- 
hood from highway transporta- 
tion constitute an army without 
munitions in the gigantic battle 
for their rights as a class? In 
contrast with the much smaller 
force which is given employment 
by rail transportation, the auto- 
motive army is pitiably equipped. 
So organized is the railroad prop- 
aganda that it makes use of the 
lowest private in the rearmost 
rank in the great war for recog- 
nition of rights in legislative halls 
of the republic. 

The railroad worker has learned 
his side of the story and he tells 
it, acts it, lives it with an em- 
phasis and intensity that are the 
reverse of those exhibited by 
members of the unarmed army 
of highway transportation 
workers. 

These thoughts are induced by 
the distribution in Washington 
this week of a booklet by the Na- 
tional Highway Users’ Confer- 
ence. It is called “The Automo- 
tive Age and the Railroads.” Its 
author is L. A. Rossman, a Min- 
nesota newspaperman, who has 
focused a discerning and unbiased 
mind upon the railroad-highway 
transportation situation. Out of 
his study has come a story which 
everyone identified, directly or 
indirectly, with highway trans- 
portation should know and be 
able to tell. Rossman apparently 
has produced precisely the kind 
of munition that is needed by the 
vast army of those who earn their 
livelihood through the manufac- 
ture and use of motor vehicles. 

New Information 

One must not gather from this 
that the author of “The Auto- 
motive Age and the Railroads” 
set out with the idea of making 
articulate the four million high- 
way transportation workers. On 
the contrary, studying the sub- 
ject as a newspaperman, he found 
in it a mighty interesting story. 
The story happens to be one with 
which the world of motordom 
might profitably be familiar. 

On the basis of the data he 
collected, Rossman found the 
premise of his story in the fact 
that “No industry has benefited 
to a greater degree from automo- 
tive development than has rail- 
road transportation.” In _ lan- 
guage that is remarkably simple 
and direct, he proceeds from that 
statement—made on the first 
page of his book—to demonstrate 
the accuracy of his estimate that 
the automobile has been a life- 
saver for the railroads. That the 
life-saving operation has not been 
completely successful, Rossman 
attributes to a large extent to the 
stubborn refusal of the railroads 
to recognize it for what it is. 

The first set of figures which 
Rossman presents in telling his 
story of the favorable influence 
of the automobile upon the rail- 
roads are those dealing with 
revenue per mile of railroad for 
the past 40 years. In the period 
of 1890-99, he cites the fact that 
the average gross income for 
each mile of railroad was $6,800; 
from 1900 to 1909, $11,000; from 
1910 to 1919, $17,500; and, from 
1920 to 1929, $24,200. 

Feeds Rail Profits 

With reference to the tremen- 
dous volume of freight which 
the railroads receive directly from 
the motor industry, Rossman does 
not stop with the bare statement 
that it amounts to three million 
carloads annually. He goes on 
to make some extremely interest- 
ing and telling comparisons. 

“In three years,” he writes of 
1931, 1932, and 1933, “the rail- 
roads received over $175,000,000 
for the transportation of motor 
vehicles, automotive parts 
tires in carload lots. 


the ; 









and | 
This was| 


an amount larger than they re- 
ceived for the transportation of 
iron and steel. This was fifteen 
times as much as the railroads 
received for carrying agricultural 
implements and nearly twice as 
much as the entire revenue from 
the transportation of paper of 
all kinds. The people of the 
United States pay about twice 
as much for freight on automo- 
biles and trucks as they pay for 
freight on sugar or canned goods 
or flour. 

“In the years of 1931-32-33 the 
railroads of the United States re- 
ceived over $600,000,000 for the 
transportation of gasoline and 
petroleum products. This was a 
larger amount than the railroads 
received for the transportation 
of animals and animal products, 
more than they got for carrying 
all of the cattle, sheep, hogs, 
poultry, eggs, butter and meats. 
The railroads received more for 
freight on gasoline than they 
obtained for the transportation 
of the productions of the forests 
of the United States and all of 
the logs, pulpwood and lumber 
that was shipped in these years. 
The petroleum industry annually 
pays more for freight than the 
railroads receive for carrying all 
of the wheat, corn, oats, tobacco 
and cotton raised in the United 
States.” 

tossman, however, 
the limitations of statistics in the 
presentation of his brief for the 


motor age and its meaning to| 
the railroads. 
“Figures,” he says, “tell only | 


half the story.” 
point, he observes pointedly, “only 
the imagination can define the 
value of the automotive industry 
to the railroads of America.” 
Autos Develop Business 


These observations he bulwarks | 


with some lucid thinking and 
clear writing in substantiation of 
his statement that the automo- 
bile has recreated American in- 
dustry. 

In support of his point that 
the industry has made great 
cities, he pictures Detroit chang- 
ing over a period of 30 years 
from a machine tool manufac- 
turing center of 285,000 popula- 
tion to the center of the world’s 
largest manufacturing enterprise 
with a population of nearly one 
and one-half millions. 

“We cannot count the cars of 
food, clothing and fuel which are 
essential to the cities that the 
automotive industry has created 
or enlarged,” he writes, adding: 

“In every State in the Union 
the automotive industry has de- 
veloped resources and created 
manufactured products. It may 
be lumber in Washington, petro- 
leum in California, iron ore in 
Minnesota, leather in Texas, cot- 
ton in the Carolinas, glass in 
Pennsylvania or textiles in Massa- 
chusetts. It may be that the 
transportation incidental to the 
automotive industry is greater 


than that which may be attributed 
itself.” | 


directly to the industry 

Presenting figures dealing with 
the railroads’ loss 
traffic to the motor vehicle, Ross- 
man declares that 
traffic is well removed from the 


books in that it has represented | 


a heavy loss for many decades. 
Lack Progressiveness 
3ecause he does it adroitly and 
without heat, Rossman’s criticism 
of the railroads’ headstrong re- 


fusal to change methods or adopt | 


a progressive viewpoint does not 
mar the _ scholarly 
with which he writes. On 
subject, however, he does 
critical with the point: 

“It rests with the railroads to 


solve most of their own problems. | 


Attitudes and methods must nec- 
essarily change from year to year 
and from decade to decade. Serv- 
ice which the railroads found nec- 


recognizes 


And, at another | 


of passenger | 


most of this | 


detachment | 
this | 
grow | 


. rr ° 99 — ° 
| essary or profitable a quarter of | tion of transportation,” he writes. Nash Meeting Delayed 


| a century ago may not be needed | “Transportation 


should 


not be 


Until Monday, April 9 


today. There must be adjust-/| conceived in the limited terms of 

ments in transportation as there| the railroad, the truck, the river Kenosha, Wis., Apr. 6.—The 
are adjustments in methods of] boat or the automobile. Only regular quarterly meeting of 
industrial production.” | that which preserves the essential | Nash Motors Co. which was to 


That the railroads management] aims of all transportation must| have been held in Kenosha Wed- 
has done the public, its stock-| be protected and conserved. That nesday was postponed until next 
holders and its employes a dis-| which is false and temporary} Monday, Apr. 9. Nash officials 
service in its hysterical attempt | must be cast aside. Only that} were engaged in a conference 
to compete with highway trans-| which is right will eventually | with union leaders at Racine with 


portation by rate cutting is the| stand.” 
unqualified opinion of the author 
of “The Automotive Age and the 
Railroads.” 

“No industry with standard and 
established expenses can cut both 
its volume and its price and ex- 


Minneapolis, 


pect to increase its earnings,”|tryunk roads outside 
he writes. “The railroads cannot 
2 ” 
do it. 20 feet from the edge 
In his summation, Rossman 


calls for a broad viewpoint on the 


New Minnesota Law 
Apr. 6. 
pumps and other devices for serv- 
icing motor vehicles along State 


palities must be set back at least 


highway right of way, the State 
highway department has just an- 


members of the President’s Labor 
Grievance Tribunal, seeking an 
adjustment of the points at issue 
in the strike of 4,600 employes. 


Gasoline - 
Employes Get Option 

At Briggs Mfg. Plant 

New York, Apr. 6.—Notice has 

been received by the New York 


Stock Exchange from Briggs Mfg. 
Co. of the granting of options to 


of munici- 


of the 


part of all students of trans- | nounced. This order was issued | certain employes to purchase 
portation, of those engaged in all|as a safety measure to keep| 15,000 shares of stock at $10 a 
phases of the huge enterprise. automobiles off the highways|share. The options expire Decem- 





“America needs a new concep- 


while being serviced. 


ber 31, 1934. 














I+ IS HARDLY necessary tO say to 
service men that there was a rea- 
son behind this “motor wise” hus- 
band’s advice. 

Genuine Purolators with their 
large area filter principle, now 
protected by the mandate of the 
highest court in the land, have 
proved their reliability and effi- 
ciency over a period of years. 

Experienced motorists are not 
satisfied with a new and different 
type of filter that is “‘just as good” 

. and service stations every- 
where are widening their equip- 
ment in order to render full Puro- 
lator service. 

In 1933 more genuine Purola- 
tors were installed at the factory 
than during the two previous 
years combined. More than 50% 
of all the models displayed at the 
recent New York Show were pro- 
tected with genuine Purolator Oil 
Filters. 

Keep in step with the modern 
engineering trend. Service your 
customers’ cars with genuine, 











“My husband said, 


‘Be sure it’s a 


GENUINE 
PUROLATOR 
CARTRIDGE’” 


time tested Purolator cartridges. 

Let us tell you how, for an in- 
vestment of only $17.35, you can 
be prepared to service 90% of all 
the filter equipped car models on 
the roads. This plan includes dis- 
play material, ‘absolutely free’’. 
Motor Improvements, Inc., 365 
Frelinghuysen Av., Newark, N. J. 





This is the large area filter 
element—wholly owned by the 
makers of GENUINE Purolators. 


PUROLATOR 


THE OIL FILTER ON YOUR MOTORCAR 
LICENSED UNDER SWEETLAND PATENTS om. 


LR, 





i nteamarettendaten tities ial iicanandiantieiastiienndl 








Reo Shipments 
Gain 314, Times 
Over Last Year 


Lansing, Mich., Apr. 6. — Reo 
Motor Car Co.’s shipments of 
Speed Wagons, trucks and buses 
during the first quarter of 1934 
have been 31/3 times as great 
as during the first quarter last 
year, according to Elijah G. Pox- 
son, general sales manager, 

Poxson points to the improve- 
ment in Reo’s business as evi- 
dence that more and more buyers 
are giving thoughtful considera- 
tion to the importance of total 
cost over a long period of useful 
service. They realize that initial 
cost of equipment is of secondary 
importance, regardless of how 
well the units are suited to the 
individual hauling needs of the 
buyer. 

During January, he says, Reo’s 
total truck shipments were 189 
per cent of shipments during Jan- 
uary, 1933. February record was 
302 per cent of shipments during 
the same month last year and 
March truck output was 591 per 
cent of that during March, 1933, 
with total for the first quarter 
335 per cent of first quarter a 
year ago. 


Dayton Sales 
Show March 
Gain of 151% 


Dayton, Ohio, Apr. 6.—Retail 
automobile sales in Dayton and 
Montgomery county showed a de- 
cided improvement during March, 
reflecting a greater supply of cars 
and strong purchasing power. 
During the first two months de- 
liveries had been slowed by labor 
disturbances in the tool industry. 

March registrations totaled 533 
cars, compared with 212 units in 
March, 1933, an increase of 321 
cars or 151 per cent. In March, 
1932, registrations were 248 units 
and last month’s figures represent 
a gain of 110 per cent over that 
period, March, 1933 sales were 
more than January and February 
combined and nearly as much as 
the first three months of the pre- 
vious year. 

Registrations for the first 
quarter totaled 968 cars compared 
with 699 units the corresponding 
period last year, an increase of 
28 per cent. 





Graham Sales Gain 
243% in Detroit 

Detroit, Apr. 6.—-An increase of 
243 per cent in March Graham 
sales over sales in March, 1933, 
was reported today by J. M. 
O’Dea, manager of the Graham- 
Paige Co. of Michigan, whose ter- 
ritory covers a greater part of 
lower Michigan, including Wayne 
county (Detroit). 

In addition to the increase over 
last year, O’Dea reported sales 
of the new Graham car in March 
were 24 per cent greater than 
sales in February of this year. 


Fafnir Co. Gains 
New Britain, Conn., Apr. 6. 
The Fafnir Bearing Co. enjoyed 
much improved business in 1933 
as contrasted with the previous 
year, Maurice Stanley, president, 
reported at the annual meeting 
here Mar. 31. The Company’s 
statement, which does not show 
operating income or _ earnings, 
lists total assets of $3,358,489.93 
and a surplus at the close of 1933 
of $278,307.82. All officers and 
directors were re-elected. 


Machine Co. Re-elects 


New Britain, Conn., Apr. 6. 
Officers and directors of the New 
Britain Machine Co. and the New 
Britain-Gridley Machine Co., au- 
tomotive machine tool manufac- 
turers, were re-elected at the an- 
nual meeting Mar. 28. H. H. 
Pease is chairman of the board 
and president of both corpora- 
tions. 
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Dodge Appoints 
Managers For 
Merchandising 


Detroit, Apr. 6.—E. J. Poag, di- 
rector of merchandising and ad- 
vertising, Dodge Brothers Corp. 
today announced the appointment 
of a staff of regional merchandis- 
ing managers to work with deal- 
ers in the 12 Dodge sales regions 
covering the country. They will 
work out of the home office, in 
effecting a closer laison between 
the factory merchandising depart- 


ment and the dealer organization | 
| chandising 


to the end of establishing a con- 


tinuously effective application of | 


the Dodge and Plymouth sales | 
procedure to the dealers’ retail 
operations. 


The men selected for these posts | 


are qualified for the work by| and extend factory plans. 





| jurisdiction of 
gional managers, spending suffici- | 


years of selling experience in the 


automobile business and other 
lines, Poag explained. Assign- 
ments are as follows: 

Atlanta region, W. B. Lowe; 


Boston, Walter Scholl; Chicago, 
C. R. Vance; Cincinnati, G. C. 
Murray; Dallas, D. C. Barnett; 
Detroit, W. S. Madigan; Kansas 
City, L. S. Redford; New York, 
R. B. McIlhany and M. Casteel; 
Philadelphia, P. N. Minnich; 
Pittsburgh, Arhe E. Campbell; St. 
Louis, E. P. O’Shields; San Fran- 
cisco, C. M. Aldrich. 

D. M. Vredenburg, formerly a 
Dodge district representative in 


| the Boston region, will work out 


of the factory as a special mer- 
representative. 

merchandising 
under 
various 


The 
managers 


regional 
will work 


the re- 


ent time with dealers to install 


the | 


‘Parts Exhibit 

To Be Staged By 
Chicago Group 

A Parts and 


| Chicago, Apr. 6. 


the Illinois Standard Parts Assn., 
will be staged here June 6, 7 and 
|8 it was learned today. In con- 
nection with this exhibition a 
series of mechanical demonstra- 
tions aimed to appeal directly to 
|}owners will also be held, it was 
| said. 

to Henry Trauscht, 
of the association, 
an attempt will be made to sell 
the car owner not only on the 
necessity of repairs for his car, 
but the need for quality brand 
parts. Car owners will be shown 
'the types of merchandise sold by 


According 
vice-president 





£4 ALF... 48 


association members to his re- 
pairman, he said. 
The Automotive Maintenance 


Assn., of Chicago, will supervise 
the maintenance work done dur- 
ing the exhibition and the com- 


| mittee in charge has arranged an 


Maintenance exhibit, sponsored by | 


extensive program of exploitation, 


Duluth Prepares to 
Resume Annual Show 


Duluth, Minn., Apr. 6.—Improv- 
ing business conditions have 
caused automobile dealers of 


Duluth to revive the annual auto- 
mobile show which will be staged 
at the Amphitheatre the week of 
Apr. 9 to 14. Sixteen automobile 
dealers will show 19 makes of 
automobiles at the exhibit. 

The last automobile show was 
staged in Duluth three years ago. 
P. K. Priest, head of district No. 
6 of the Minnesota Motor Trades 
Assn. is leading Duluth dealers. 


FINISHES 


EACH WITH A PURPOSE 














+ 


(Pyroxylin) 


DITZ-LAC LACQUER 


* 


This type of finish is used by all automobile manufacturers with one 


exception. 
Pyroxylin Lacquer. 


over, for touch-up work and for refinishing automobiles. 


* 


A superior brushing enamel developed by Ditzler for fleet work. 


(Synthetic) 


DITZCO ENAMEL 


Practically all of the 20 million cars now in use are finished with 
This material is also used by repaint shops the country 


* 


For 


several years, Ditzco Enamel has been used by large truck fleets as a stand- 


ard finish. Dries quickly. 
money for the fleet owner. 


* 


A spraying enamel which dries dust-free in 1 
Covers exceptionally well, solid in one coat; very durable. 


natural luster. 


Greater covering quality. 


(Synthetic) 


c 


DITZCO ENAMEL QUICK SET 


Saves 


time and 


* 


5 to 20 minutes with high 


Highly recommended for used car refinishing where speed and economy are 


essential. 


All of these superior automobile finishes are manufactured, under rigid 
inspection and efficient laboratory control, by the Ditzler Color Company, 
pioneers in the manufacture of automotive finishes and service to the auto- 


motive industry. 


manufacturers as standard finishes. 


Ditzler products are accepted and used by leading car 


Through the Ditzler jobbers—a nation-wide system of distribution— 
Ditzler products are quickly and easily available to all dealers for touch-up 
and complete refinishing work. 


ITZLER 


Pioneer Manufacturers 


of Automotive Finishes 





DITZLER COLOR COMPANY - 8000 W. CHICAGO BLVD. - DETROIT, MICHIGAN 
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Increased Motor Car Sales Swell Dealer Ranks 


Sales Departments Report 


New Outlets All Over U.S. 


Detroit, Apr. 6.—The following 
new dealer appointments have 
been announced by the Chrysler 
Sales Corp., the Auburn Motor 
Car Co., Hudson Motor Car Co., 
the Nash Motors Co., and the Reo 


Motor Car Co.: 
ALABAMA 
Chrysler—Matthews Hardware Co., 
den; Elba Motors, Elba. 
Hudson—Faulk-Mitchell Auto Co., Selma; Knox 


Inc., Cam- 


& Knox, Uriah. 
ARKANSAS 
Chrysier—Teague Motor Co., N. Little Rock; 
Spaine Service Station, Marianna; Campbell 
Motor Service Co., Hoxie; D. K. Dent, 
Marked Tree. 
Hudson—W. H. Norsworthy, De Witt. 
CALIFORNIA 
Chrysier—N. J. Fisher, Davis; Roy Krave, 
Randsbursg. 
Hudson—S. J. Hubbard, Santa Paula; Auto- 


motive Service & Repair Co., San Francisco; 
W. S. Bickford, Fairfield; J. L. Sharp Valley 
Motors, Hanford; Andrus Motors and Water 
Auto Co., both Los Angeles; T. V. Damon, 
Day & Nite Garage, Placerville; Tri-Counties 
Motors, Watsonville; Dienelt Motors, I4d., 
Palo Alto; Scales Garage, Ukiah 
Nash—Adams Garage, Woodland; William E. 
Otis jr., Santa Anna. 
COLORADO 
Chrysier-—Day & Night Service Station, Rocky 


Ford. 

Hudseon—Bailey Brothers, Inc., Las Animas; 
H. L, Strickland, Canon City; Lindsley Motor 
Co., Alamosa. 

Nash—Kolly Motor Co., Englewood; Boller Auto 


Co., Grand Junction. 
CONNECTICUT 
Auburn—-Olson’s Garage, Norwich; Libby's Au- 
burn Sales & Service, New Haven. 
DELAWARE 
Hudson—Salamon Motor Co., Wilmington. 
FLORIDA 


Hudson—Petteway - Chapman Co., Clearwater; 
Volusia Motor Co., Daytona Beach. 
GEORGIA 
Auburn—R. W. Henson, Gainesville 
Chrysler—Cedartown Motor Co., Cedartown. 


Hudson—Johnson Motor Co., Waycross; Cau- 
thorn Motor Co., Inc., C. B. Whitaker, both 
Atlanta. 

Nash—J. M. Cochran, Rockmart. 

IDAHO 


Chrysier—Reynolds Motor Co., Coeur d'Alene. 
Hudson—Parke Motor Co., Burley. 


ILLINOIS 
Auburn—Woesthaus Motor Co., Inc., E. St. 
Louis; Auburn Oak Park Co., Inc., Oak 


Park; East Side Motor Sales, Chicago Heights; 
Fashion-Minerva Garages & Service Co., Chi- 
cago; Frye Motor Sales, Lake Forest; A. J. 


Lenning. Belvidere; Thomas Motor Sales, 
Chicago; L. D. Wyman, Danville; Tauber’s 
Auburn & Cord, Evanston; Lenihan Motor 


Sales, Princeton. 

Chrysier—Home Auto Service, Onaiga; Nelson 
Motor Co., Rock Island; J. & L. Motor Co., 
and Western Motors, Inc., both Chicago; E. 
I. Petty, Mt. Carroll; Selon Brothers, Streator. 

Hudson—Bray Motor Sales, and Hartshorne 
Motors, Inc., both Chicago; Drabeck Motors, 
Berwyn; Chas. F. Johnson & Son, Streator; 
Hyde Motor Sales, Marengo; Humm Motor 
Sales, Earlville; Newbould’s Sales and Serv- 
ice, Sullivan; Schmidt & Blackford, Charles- 
ton; Hinds Motor Co., Paris; Montgomery 
Motor Sales, Somonauk; Hilliard’s Garage. 
Ottawa; Hepler-Voelz Motors, Wheaton; Kent- 
Hake Motor Co., Lincoln; Jenning’s Sales & 
Service, Olney; Bradley Service Station, Gore- 
ville; A. H. Bartlett-Hillsboro Motor Sales, 
Hillsboro; Don Williams Motor Service, Mo- 
line; Chillicothe Service, Chillicothe; Tarrant 
Garage, Granville; Lanterman Motor Sales, 
Pontiac. 

Nash—Opas Motor 
Freund, McHenry. 

Reo—Weatherford Motor, Galesburg. 

INDIANA 

Auburn—Kent Motor Ca, Kent; Malman Motor 
Co., Muncie; Auburn Cord Sales, Inc., Terre 
Haute; Rosak Motor Sales, Inc., Gary. 

Chrysler—Veedersburg Auto Co., Veedersburg; 
Keith & Shephard, Washington. 

Hudson—Williams Motor Sales, Newcastle; Fred 
H. Welchiemer, Columbia City; R. H. Fitch, 
Fort Wayne; Guy’s Service Station, Hartford; 
Frank Pressler, Rockville; Boyd Dugger, Sul 
livan; Swan Motor Sales, Wabash. 

IOWA 

Chrysier—Sumner Tire Shop, Sumner; Grau Co., 
LeMars; W. J. Schmadeke, Clarksville; J. C 
Jindrich, Swaledale. 

Hudson—McCoy Oil Co., Eagle Grove; Sigman 
Super Service, Sheldon; Williams Garage. 
Albia; Johnson Bros. Garage, Alleman (P. 0. 
Huxley); C. G. A. Urelius, Dayton; Hummel 
Bros., Des Moines; Wood Motor Co., Green 


Sales, Chicago; B. H 


field; Lock Motor Co., Nevada; Collenbaugh 
Motor Co., Rock Valley. 
Nash—St. Mary Motor Co., Inc., Morgan City 


Reo—Reo Sales & Service, Clinton; Davis Auto 
mobile Co., Ottumwa. 
KANSAS 
Chrysier—Goorge T. Martin Motor Co., Dodge 
City; H. H. Hites, Kechi; Penser Motor Co., 
Paola; F. A. Gatewood & Sons, Sylvan Grove. 


Hudson—tTrotter-Browning Motor Co., Atchi 
son; The Motor Sales Co., Manhattan; Ernest 
L. Frezieres, Onaga; Baker Motor Co., Aug 
usta; Ed M. Conn, Osborne. 

Nash—Packard-Wichita Motor Co., Wichita; 
McClaskey Motors, Emporia. 

KENTUCKY 
Auburn—Cough-Clark, Inc., Covington 
Chrysier—Kenney Motor Car Co., Erlanger: 

Ellison Auto Sales Co., Williamsburg 

Hudson—Crabtree Motor Co., Inc., Hopkins 
ville; Scott Motor Car Co., Covington; Conn 
Bros., Lancaster; Enson Motor Co., Mt 
Sterling. 

Nash—Wyatt Nash Co., Mayfield; Big Sandy 
Truck Co., Paintsville. 

LOUISIANA 
Nash—Meyers-Jackson Sales Co., Bogalusa 

MAINE 

Reo—O. K. Clifford Co., Inc., South Paris 

MARYLAND 


Hudson—Ball Auto Sales, Hyattsville. 


MASSACHUSETTS 

Auburn—The Pilgrim Garage Co., Plymouth. 

Hudson—Regent Garage, Manchester; Buckley 
Motor Sales Co., Holyoke; Howland Ricket- 
son Motor Car Co., New Bedford; E. DeWitt 
Bacon, Oakdale; Metropolitan Motor Car Ex 
change, New Bedford. 

Nash—Bellevue Garage, W. Roxbury; Howard 
Motors, Inc., Brookline; Hoyt’s Garage, New- 
buryport. 

MICHIGAN 

Auburn—A. Villanelli Oil Co., 
man Brothers, Sault Ste. 
St. Joseph. 

Chrysier — Northwest Motor Sales, Detroit; 
Weeks Sales & Service, Richmond; Stephen A. 
Doyle, Hartford; Anderson Motor Sales, 
Calumet. 

Hudson—Peter Medor, Lincoln; Creston Hudson 
Essex, Grand Rapids; Henry L. LEichers, 
Pigeon; Barton Motor Sales, Detroit; F. J. 
Flynn & Sons, Gladwin; Everready Sales & 
Service, Grand Rapids; James H. Johnson, 
Inc., Redford; Remenap Hardware & Imple- 
ment Co., Reed City. 

Nash—Michigan Auto Service, Detroit; Edwards 
& Campbell, Niles; Glaeser Sales and Serv- 
ice, Detroit; Schram Motor Sales, Mayville. 

Reo—Reo Hupmobile Sales Co., Jackson; Mc- 
Donald Sales, Alpena; Herman Bert] sr., 
Roscommon. 


Hancock; Wil- 
Marie; Ray Weiss, 


MINNESOTA 
Auburn—Gaylord C. Sevdy, Worthington; Lyn- 
dale Tire & Automotive, Inc., Minneapolis: 
Day-Nite Motor Sales, Minneapolis. 
Chrysler—LaBelle’s Service Garage, 
Central Auto Co., Faribault; Blais Motor 
Co., Long Prairie; Cud’s Service Station, 
Proctor; Herman Bros., Redwood Falls. 
Hudson—Balfour Bros., Crookston; Stensvad’s 
Motor Co., Redwood Falls; A. E. Kvam, 
Glenwood; Holler’s Auto & Electric Service, 
International Falls; C. J. Wanous, Owatonna: 
Frank A. Pratt, Worthington; J. A. Johnson, 
Blue Earth; M. H. Hilyar, Deerwood; Leo 
Wannarka, Fairmont; Marshall Motor Co., 
Marshall; Central Motor Sales and McNeal 
Motor Sales, both Minneapolis; Totman Bros. 


Carlton; 


and H. W. Converse, Pipestone; Wallace C. 
Brattrud. Waseca; Peterson Motor Sales, 
Winona. 
MISSISSIPPI 
Chrysler—Milton Motor Co., Bonneville. 
MISSOURI 
Chrysler—Davis Bros., Harrisonville; Ball 


Hauserman, Inc., Kansas City; L. M. Jacobs 
Motor Co., Marshall; Neale Motor Co., Ap 
pleton City; Fowlers’ Garage, Unionville; Ben 
F. Jones Motor Co., Kennett. 

Hudson—Warren Motors, Joplin; Miller’s Ga- 
rage, Fayette; Theo. Reichel, Macon; Alle & 
Samson Motor Co., Isadora; Wallace Auto 
Co., Kirkwood; Messner Motor Co., Albany: 
Flanders Motor Co., Cameron; Swearingen 
Motor Co., Moberly; F. A. Lambert, Prince- 
ton. 

Nash—Roehwig Sales & Service, Affton: Hope 


Auto Co., Cape Girardeau. 

MONTANA 
Chrysier—Gaffney’s Auto Service, Medicine 
Lake. 

Hudeon—C. T. Poor Motor Co., Bozeman; 
Traywick-Hurley Motor Co., Lewiston. 

NEBRASKA 

Hudson—Ed Thibault, Pender; Rex Randall, 


Gibson; Haworth & Haffzinger, Lexington; 
Lippincott Garage, Lewellen; Edward & Riggs 
Motor Co., Wymore; White Motor Co., Blair; 
Kremer Auto Co., Fullerton; Seyler Auto Ex- 


change, Hastings; Central Motors, Inc., 
Scottsbluff; Logan Valley Implement Co., 
Vehling. 
Nash—Chaiken Auto Co., Omaha. 

NEW JERSEY 


Auburn—Marshall Garage, Riverside: Tornquist 
Garage, Hightstown; Raymond L. Fry, Glass 
boro; Auburn Sales Co., Atlantic City; Lam- 
bert Garage, Westfield. 

Chrysler—Royal Motors 
Motor Sales Somerville. 

Hudson—Cuskaden Motor Co., 
Bloomfield Motor Sales (o., 
Fenton L. Syre, Inc., Pitman. 

Nash—Pitman Nash, Pitman; Adams Brothers, 
Vineland. 


Corp., Jersey; J. R. 


Atlantic City; 
Bloomfield ; 


NEW MEXICO 
Hudson—Hudson-Essex Sales & Service, Gallup. 
NEW YORK 
Auburn—Alex Horton, Albany; N. J. Cosentine, 
Seneca Falls; Hughes Garage, Dansville; 

Beisheim Garage, Greece. 
Chrysler—L. I. Stewart Sales, Inc., Buffalo; 


Winne’s Garage, Baldwin Place; F. Harold 
Sayre, Southold, L. I.; McNulty Garage, 
Carmel; Kew-Forest Motor Sales, Inc., Forest 
Hills, 1. I. 

Hudson—Atlantic and Third Ave. Garage, Inc., 
Brooklyn; Alexander Motor Sales, Bellaire ; 
Klarfeld Motor Sales, E. H. Goodwin Motor 
Car Co., Inc., and E. H. Goodwin Motor 
Car Co., all of Brooklyn; William Pase, Inc., 
Maspeth; Glen Myrtle Garage & Service, Inc., 
Glendale; Powers Garage, Jackson Heights; 
Shortt Motor Sales, Inc., New Brighton: 
Empire Garage, Port Jervis; Pace & Lorry, 
Herkimer; Curtis L. Bumpus, Buffalo; Shaw 
Bros., Burt; Suppe Bros., Clinton; A. D. 
Rose Motor Co., Oneida; Harrison Place Ga- 


rage, Inc., Syracuse; Herrick-McCuin Motors, 
Watertown. 


Nash—Dodd & Collins, Waterloo. 
Reo—W. J. Holbert, Morrisville. 
NORTH CAROLINA 
Auburn—Haden Motor Co., Greenville; 
ington Sales Co., Lexington. 5 
eaten Motor Sales Co., Huntersville; 
cH) fotor Co., Mooresville: G e ker, 
-_ io e; G. E. Tucker, 
Hudson P. & D. Motor Co., Fayetteville; 
Elkins Motor Sales Co., Durham. ; 
Nash—Hunter Oil Co., Rocky Mount. 
NORTH DAKOTA 
Chrysier—Motor Equipment Co., Stanley; Stenso 


Motor Co., Grafton; J. E. Sandlie & Co 
Grand Ford. : 


Hudson—Bjornson Automobile Co., Wahpeton. 
OHIO 
Spademan, 


Lex- 


Auburn—W. A Lorain; Pomeroy 


Motor Sales, Painsville; Auburn Motors, 
Springfield. 
Chrysier—C. R. Heck Motor Co., Columbiana; 


Ralph Buchanan, Rockford. 


White Truck Co. |Seek to Protect Truck 


Business Shows 
Steady Increase 


Cleveland, Apr. 6—A decided 
upturn in general business con- 
ditions is reflected in the sales 
of White trucks and buses, ac- 
cording to figures revealed today 
by the White Co. for the first 
quarter of 1934. 

Orders received by the com- 
pany for the first three months 
show an increase of 150 per cent 
over the corresponding months 
of 1933. March was the biggest 
month for the company since 
March, 1930, 

“Truck sales are a good ba- 
rometer of conditions, and the 
continued betterment in general 
business is shown by the fact that 
each month of 1934 has shown 
a steady increase in orders,” said 
A. G. Bean, president of the 
White Co. “A great portion of 
the business is replacement buy- 
ing which should continue for 
some time.” 





Hudson—The J. L. Horning Co., Kent; The 
Breckenridge Co., Sandusky; G. F. Smith 
Motors, Cambridge; K. C. Browne, Inc., 


Columbus. 
Nash—Findlay Nash Co., Findlay. 
OKLAHOMA 

Hudson—F. A. Warzyn, Medford; Case Garage, 
Nowata; Williamson Bagby Motor Co., Black- 
well. 

OREGON 

Chrysler—Forest Grove Motor Co., Forest Grove; 
Carrabrant Bros., Hood River; Newport Serv- 
ice Station, Newport; Rose Garage, Roseburg. 

Hudson—Bartley & Fancher, Roseburg. 

PENNSYLVANIA 
Auburn—John M. Cochran & Co., Sheffield and 

Warren; John A. Belsky, Shamokin; George 
V. Seipel, Philadelphia; Walter's Garage, 
Lehighton; Bryfogle Motor Co., Slatington; 
Auburn Cord Motor Co., Lancaster; Johns- 
town Motors, Johnstown; J. W. Mercer, 
Washington; E. D. Vinton, Uniontown. 

Chrysler—Stewart Motor Sales, Unity; Bucks 
Garage, Webster; Max E. Geliman, Browns- 
ville; Max E. Goldman, Brownsville. 

Hudson—Oakhurst Garage, Greenville; New Din- 
widdie Garage, Pittsburgh; Day-Wyne Sales 
& Service, Clearfield; Dick's Garage, Glen 
Lyon (Assoc.); Steele & Steele, Kane; Holme 
Sales and Service, Philadelphia. 

Nash—J. L. McPherson, Clearfield; W. H. 
Hardt, Brownsville; G. S. Walters, Burgetts- 
town; Packard Lackawanna Auto Co., Scran- 
ton; William H. Ackerman, Easton; Irwin 
Altemore, Stroudsburg. 

Reo—Burnham Auto Sales, Burnham; Lykens 
Motor Car Co., Lykens; Geo. A. Stump, 
Schuykill Haven; Alberti-Reo Sales & Service. 
Drexel Hill; Wayne Motor Co., Wayne; Gaul 
Motor Co,, Wernersville. 

RHODE ISLAND 
Hudson—Packard-Providence, Inc., Providence. 
Nash—Nash Auto Sales, West Warwick. 

SOUTH CAROLINA 

Hudson—Bennettsville Motor Co., Bennettsville; 
People’s Garage, Inc., Union; Bagwell Motor 
Co., Anderson. 

SOUTH DAKOTA 
Chrysier—Robinson Imp. Co., Gettysburg. 
Hudson—Milo Moore, Winner. 





TENNESSEE 
Chrysler—W. B. Hunter Motor Co., Franklin; 
Newbell-Ross Motor Co., Lebanon; Neal 


Motor Co., Old Hickory; Stubblefield Motor 


Co., Tullahoma; Greeneville Sales Co., 
Greeneville; L. G. Shelton, Roseville; City 
Motor Co., Newport. 


Hudson—McClellan Auto Co., South Fulton; 
Elliott Brothers, Dickson. 
Nash—Nash Chattanooga Co., Inc., Chattanooga. 
Reo—Hanlin Motor Co., Chattanooga. 
TEXAS 
Chrysier—Mark Rodden Motor Co., Kilgore 
Hudson—Willis Truck & Tractor Co., Midland; 
Robertson Bros., Yoakum; Van Winkle Motor 


Co., Dallas; Thos. F. Rendon, Mercedes; 
Ross Iliff, Paris; East Texas Motor Co., 
Tyler. 


Nash—Davis Motor Co., Bryan; R. & B. Motor 
Co., San Angelo. 
VIRGINIA 
Auburn—Auburn Motor Co., Portsmouth. 
Hudson—Southwest Motor Co., Norton. 
Nash—Schooley Motor Co., Alexandria; Phoebus 
Motor Co., Phoebus. 
WASHINGTON 
Auburn—H. L. Gray, Inc., Walla Walla. 
Chrysler—Mattison Auto Repair Co., Okanogan. 
Hudson—Hamilton Bros., Renton; Wenner, Hal 
sey, Wenner, Inc., Yakima. 

WEST VIRGINIA 
Auburn—Belcher Motor Co., Williamson. 
Chrysier—Jack Price Motor Co., Williamson; 

Ruppenthal Motor Co., Berkeley Springs; 
Charles Town Motor Co., Charles Town. 
Hudson—Caperton’s Garage, Beckley; Conner 

Sales & Service, Stollings. 
WISCONSIN 
Auburn—Berg Bros. Garage, Hazelhurst; Ash- 
land Auburn Co., Butternut; Varalli’s Ga- 
rage, Morley; Mack Jurkins, Oshkosh; Auburn 


Cord Sales & Service, Green Bay; Badger 
Garage, Wausau; H. & H. Motor Co., She- 
boygan. 


Chrysler—Iverson Motor Co., Bayfield; Wabeno 
Sales & Service, Wabeno; Stumpf-Hartzheim 
Co., Wherwood; Land O’ Lakes Garage, 
Tomahawk; W. H. Niedfeldt Co., Sparta. 

Hudson—Pilon Motor Co., Fond Du Lac; Wis- 
consin Ave. Sales, Milwaukee; West Side Ga- 
rage, Port Washington. 

Nash—Larsen Auto Co., Oshkosh. 

WYOMING 

Chrysier—Raab Garage, Laramie. 

CANADA 

Nash—E. Gascho, Kitchener, Ont. ; 

Garage Co., Lid., Timmins, Ont. 


Timmins 


Commerce from Racketeers 


Washington, Apr. 6.— Truck 
transportation apparently is des- 
tined soon for more effective pro- 
tection from racketeers. That 
prospect inheres in the enactment 
by the United States Senate of a 
bill to protect interstate trade 
and commerce from interference 
by violence, threats, coercion or 
intimidation. An identical meas- 
ure introduced in the House now 
is before the Judiciary Com- 
mittee. A favorable committee 
report and quick action on the 
measure by the lower branch 
are expected. 


The law is designed to provide 
the Federal Government with a 
direct approach to the prose- 
cution of racketeers interfering 
with interstate commerce, many 
of whom have singled out truck 
transportation as their particular 
prey. Heretofore, the Govern- 
ment has been forced to act 
against this group for incidental 
violations such as mail fraud or 
income tax evasion. 

Any restraint of interstate 
commerce under the law, if ac- 
companied by extortion, coercion, 
violence or intimidation is made 
a felony, irrespective of whether 


or not it takes the form of a 
conspiracy. In this respect, the 
proposed statute transcends the 
limitation of the Sherman Anti- 
Trust Act. 

Moreover, the proposed law 
makes it a felony to commit any 
act which affects or burdens such 
trade or commerce if accom- 
panied by extortion, violence, 
coercion or intimidation. 

Truck transportation interests 
have given their hearty support 
to the measure as one particu- 
larly designed to meet a need of 
the industry. 


Montreal, Can., Apr. 6.—Auto- 
mobile parts imported from the 
U. S. in February were valued 
at $1,688,036 and from Great 
Britain $7,354. This was more 
than double the importation of a 
year ago. There was 110 cars im- 
ported from the United States of 
the value of less than $1,200 each 
and 14 from the United Kingdom. 
There were 53 trucks from the 
U. S. and 15 from Great Britain. 
Of the more expensive cars one 
came from Great Britain and 
one from the U. S. 
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SAFETY 
to more 
powerful | 


BRAKES 


Dip YOU ever think how much 


depends on a few square inches of rubber 


— where tires contact the road? 


Powerful 


brakes only stop the wheels —it takes grip 


on the road to stop the car. 


So Goodyear builds its most famous tire — 
the center traction All-Weather — with grip 
in the center of the tread, right where the 


tire contacts the road. And 8,400 accurate 


stopping tests show that this tread will 


grip and stop on slippery pavements quicker 


than any other. 


More People Ride On Goodyear 


Tires Than On Any Other Kind 
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Sparks 


(Continued from Page 1) 


look for at least 10,000 orders be- 
fore the end of the month. 
* Ba * 

TREKKING TO Chicago it was 
a natural to run out to the Dia- 
mond-T plant after hearing the 
loop gossip of the activities at 
the Lawndale factory. And from 
the talk I had with President C. 
A. Tilt and Sales Manager E. J. 
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vertising in export magazines and 
by direct mail has produced these 
contacts. The campaign was 
started in 1929 and right now a 
couple of new outlets are being 
secured each week. 


Mr. Ripley himself would have 
been surprised, too, if he had 
heard Bush tell that in the last 
month four Diamond-T trucks 
were sold in Iceland. Which 
made me wonder how they can 
use trucks in Iceland. I can bet- 
ter understand the recent order 





! no salesmen being employed. Ad-|to Shanghai, having been bought 


by the government. 
* * * 


ALL THIS TALK about export 
activities makes me recall a few 
facts and figures I picked up in 
South Bend from Arvid L. Frank 
who speaks for the Studebaker 
Pierce-Arrow Export Corp. as its 
general manager and who was 
excessively proud of the showing 
made in March when export sales 
set a 56-month record. March 
sales, he said were 54 per cent 
greater than for the entire first 


Running through his data, 
Frank dug up that business for 
the first quarter was 381 per cent 
of the corresponding quarter in 
1933, and the largest first quarter 
since 1929. 


“Increases were made by all of 
the lines represented in the 
| Studebaker export group,” he said, 
“Pierce-Arrow car exports were 
the largest for any month since 
Jan., 1929. An all-time monthly 
| high for White 
exports was made in March. This 
year’s first quarter for White to- 





trucks and bus| 
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record. For the first quarter 
shipments of Indiana trucks and 
buses were 234 per cent of the 
corresponding period in 1933.” 


* * . 


ALL THESE years Thomas J. 
Litle jr., has been identified with 
the automotive industry as one 
of its prominent engineers and 
a former president of the SAE 
it was not until the other day that 
he met with his first automobile 
accident. It occurred near Grand 
Rapids and two cars and one 


|tals likewise were the largest on!of Tom’s ribs were cracked up. 


for 50 trucks which were shipped ' quarter of 1933. 


Bush I learned there is a sound 
foundation to these rumors. Art 
Tilt himself told me that in the} 
first quarter this year Diamond- | 
T had sold three times as many | 
trucks as it did in the same period | 
last year. Why, in March alone 
the shipment count was 890, the | 
biggest month in the history of | 


building trucks since 1911. That} 
wasn’t when Art Tilt first broke 
into the industry—he was build- 
ing Diamond-T cars in 1906—but 
it was five years later when he| 
switched to trucks. 
* * * 

company is doing also makes an 
interesting chapter. Bush sur- 
prised me with the statement that 
in the first quarter his export was | 
seven times greater than in the 
same period last year, the deliv- 
eries being scattered among 50 to 
revenue running close to three- 
quarters of a million. 

These foreign connections, Bush 
says, have been secured by mail, y ! ; 7 f 
HE enthusiastic reception of Bendix B-K Power 
Brakes by thousands of purchasers of 1933 and 


WHILE DIAMOND-T has a 
per cent of Diamond-T production 
1934 passenger cars has added tremendously to the 


sweet story to tell about the first 
goes abroad and last year 1,200 
world-wide desire for these proved muscle-savers. 











quarter, the export business the 
units was the count, with the 


Plan Suggested 
To End Nash 
Labor Trouble 


(Continued from Page 1) 
cents for men workers and 44 
cents for women, 

The companies agree there will 
be no discrimination against em- 
ployes because of union affilia- 
tions, and their seniority rights 
are protected. The companies 
agree to bargain’ collectively 
“with representatives freely 
chosen by those employes for 
whom they are to act.” 

While none of union delegation 
would predict the reception of 
the terms by the_ respective 
unions they are not outspokenly 
optimistic about the compromise. 

Earl H. McCarty, president of 
the Nash Motors Co., declared he 
hoped the work of the labor board 
would lead to an early resumption 
of operations in the Nash plants 











®@ Fully Controlled Power 
Operation 


@ Least Weight Added 


For nearly ten years, on every size and type of 
® Fewest Added Parts eee * 7” 
automotive vehicle, these great Controlled Vacuum 
Power Brakes have been demonstrating the sound- 
at Racine and Kenosha. “We are 


© Lowest First Cost Co 
sea@y to ge to work st once.” ness of the engineering back of them. 
° i 


oo * Practically No Maintenance Now, a limited range of models of new design are 


night to discuss the terms. 
The postponed directors meet- ° ° ° 
ing of the Nash Motors will be available at lower prices. If you have been consider- 
ing Power Brakes, perhaps this announcement may 
have an important bearing on your decision. 


@ Instant Remote Control 


held in Chicago, Monday, Apr. 9. 


McAleer Reports March 


Biggest Month Since ’30) 


Detroit, Apr. 6.—McAleer Mfg. 
Co., of Detroit, reports that the 
month just passed was their 
biggest in point of sales since 
1930, its business in addition 
doubling that of February of this 
year. 

The announcement was made 
by V. J. Snively, sales manager 
of the firm. He adds that from 
present indications April sales | 
will exceed those of March, and | 
comments, “This increase in our | 
sales certainly reflects the pros- 
perity of the automobile business 
as a whole.” 


Joins Kelsey-W heel 

Detroit, Apr. 6. — Leon (Cap) 
Kinsler, well known in the in- 
dustry, has joined the sales de- 
partment of the Kelsey-Wheel 
Corp., it was announced here to- 
day. Kinsler will make his head- 
quarters in this city, the an- 
nouncement said. 


@ Ali Emergency Features 
of Train Operation 


| @ Quickly Installed 


® Original Brake System 
Left Intact 


@ Nation-wide Service 


There is no better way to keep cars, trucks, trail- 
ers or buses out of trouble, and to keep owners and 
drivers happy, than by providing genuine Bendix 
B-K Controlled Vacuum Power Brakes. They cost 
no more than unproved or makeshift auxiliary equip- 
ment. Nation-wide service. 


BENDIX PRODUCTS CORPORATION 
401 Bendix Drive South Bend, Indiana 


(Subsidiary of Bendix Aviation Corporation) 








967 OF ALL POWER BRAKES ARE BENDIX 
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Studebaker March Sets 
New High Mark Since 1929 


oOo — seein 





(Continued from Page 1) 


totaled 10,067 automobiles. 


since March, 
orders were received. It was 4% 
times as great as March of last 
year. 


“When we entered March, we 
believed that we were in for a 
good month, but we were pleased 
that even our most optimistic ex- 
pectations were exceeded,” Mr. 
Hoffman said. “We looked for 
about 7,500 orders and shipments 
totaled approximately that num- 
ber—the best March since 1929. 


“Our 1934 models were intro- 
duced on Oct. 1, last. During the 
first six months of these cars, we 
recorded 36,872 orders. This total 
is far above any October-March 
period since 1929. Here are the 
figures covering these six months 
periods since the depression be- 
gan: 


Cars 
Period Produced 
Oct. 1, 1929—Mar. 31, 1930 26,215 
Oct. 1, 1930—Mar, 31, 1931 24,443 
Oct. 1, 1931—-Mar. 31, 1932 28,606 
Oct. 1, 1932—Mar. 31, 1933 14,957 
Oct. 1, 1933—Mar. 31, 1934 34,363 


Legislative Tide 
Swings Favorably 
Toward Industry 


(Continued from Page 1) 
espousal of the second draft of 
the measure. 


Today, it appears that the bill | 


faces two alternative courses; 
first, still further revision or, sec- 
ond, failure of enactment at this 
session of Congress. 


The course of the bill through 
congressional committees has 
given new and greater emphasis 
to the schism growing out of the 
social extremism of those in ex- 
ecutive departments of the gov- 
ernment and the conservatism of 
members of the two branches of 
Congress. Recent weeks have 
found the latter in a rebellious 
mood with respect to the char- 
acter of legislation suggested by 
the former. With hearings de- 
veloping aspects of proposed legis- 
lation that apparently have been 
entirely overlooked in its drafting 
by executive department person- 
nel, Congress is showing a greater 
disposition to question the ulti- 
mate wisdom of the latter and to 
rely upon its own, 


Even Henry T. Rainey, speaker 
of the House, and _ staunchest 
supporter of the administration, 
takes cognizance of this mood on 
Capitol Hill in a statement today 
with reference to the securities 
bill. Rainey, unwilling to concede 
the possible defeat for any legis- 
lative measure proposed by the 
administration, declares that the 
stock market bill is sure to pass. 
However, he adds significantly: 


“Of course it may be modified 
from its present form.” 


Modifications are certain to 
come from committee this con- 
sideration of the proposed meas- 
ure, authored both by adminis- 
tration members who regard 
passage of the present bill as 
hopeless and opponents who think 
it needlessly hamstrings industry 
and business. 


Not even the most enthusiastic 
supporters of the new deal among 
the nation’s industrial and busi- 
ness leaders have been able to 
swallow the provisions of the 
securities bill. 


With members of Congress 
avid for changes in it, and ad- 
ministration leaders receding 
from their original position of 
demanding no further revision, 
the bill is destined to assume a 
new form over the week-end. Just 
what that form will be remains 
to be seen, but it is taken for 
granted that it will conform much 
more favorably to the demands 
of its present opponents. 


That 
total exceeded all previous months 
1929, when 11,112 





Urge New Prices 
For New Buyers 
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Feeling among many dealers 
who requested their names with- 
held, was that the manufacturers 
should exempt the unfilled orders 
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Out on the West Coast 


Chrysler Plant 
California at 


250 Daily Rate 


Los Angeles, Apr. 6.—Produc- 
tion at the Los Angeles plant of 
Chrysler Motors of California has 
reached a total of 250 units daily, 
it was revealed to A. vanDerZee, 
general sales manager of the 
Dodge Brothers Corp., and Emer- 
son J. Poag, director of adver- 
tising and merchandising for 
Dodge, during their recent visit 





which date from January and 
February. They reason that the 
buyers were ready to take and 
pay for the models at the time 
they placed the orders and in 
view thereof, any subsequent 
price increase is unjust. 

One of the distributors of a 
popular make, however, believes 
that spite cancellations will re- 
sult. It is, he says, difficult to 
explain to a buyer that his car 
will now cost more. The can- 
cellations, however, will result in 
an exchange of orders. 


has dawned 
in the 
automob 
business 
—are 


YOU 
it? 


ready for 


Ne LONGER any question about it— 
THE NEW DAY IS HERE—with 
plenty of profits for wise dealers who are 
ready to take advantage of it! 


This year, 1934, will take every good dealer 
out of the red and into the black BUT— 


You will have to keep your eyes and ears 
open to what’s going on in this business of 
yours. 


No longer can you say “what my competi- 
tor does is his business” or “what the other 
fellow’s line is offering is their business”— 


—IT IS YOUR BUSINESS TO KEEP 
POSTED ON EVERY SINGLE PHASE 





Here are, left to right, C. S. Bash, Pacific Coast regional manager 
for Dodge; C. H. Fennell, vice-president and general manager of | vice-president and general man- 
Chrysler Motors of California; Emerson Poag, Dodge advertising| ager of Chrysler Motors of Cali- 
director; A. vanDerZee, general sales manager for Dodge, and P.| fornia, and P. Gaebelein, 
Gaebelein, Los Angeles plant manager, on a visit to the Los Angeles| ager of the Los Angeles plant, 
plant of the Chrysler Motors of California. 


to California. 
Of this total, 


200 were Plymouths. 


Both Mr. 
Poag, with Charles 
Pacific Coast regional 


the guests 
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Cary News m 


The Spirit of 1934 


OF THIS BUSINESS FROM WHICH YOU EXPECT 
TO MAKE A PROFIT IN 1934! 


That is where Automotive Daily News comes into your 
picture, because for fifty cents per month this publica- 
tion will keep you posted on every bit of NEWS in this 
industry, not only of the line you are selling, but of your 
competitor’s line —-NEWS flashes from our own cor- 
respondent at Washington, NEWS from every motor 
center, NEWS from wherever automobiles or trucks are 
made and sold—ALL FOR FIFTY CENTS PER MONTH. 


(Mail the coupon below attached to your business card or let- 
terhead today, to start ADN coming with the next issue.) 


ere ene a ornececeeenndlcomeenemenenellimmemnnenetttimememmentttioe aaa 


Automotive Baily News, 
Detroit, Mich., U.S.A. 


You may enter my subscription for (mark X which) 
( ) Six Months $3.50 ( ) One Year $6 ( ) Two Years $10 


to begin with the next issue and send invoice 





50 were Dodge 
commercial cars and trucks while 


vanDerZee and Mr. 
S. Bash, 
manager 
of the Dodge Bros. Corp., were 
of C. H. Fennell, 


on a tour of the Western factory. 








Formula for Labor Peace 


AUTOMOTIVE DAILY NEWS, SATURDAY, APRIL 7, 1934 


NACC Views Wagner Bill 
As Threat to President’ s 


(Continued from Page 1) 


terms of the Wagner bill as ap- 
plied to the automotive labor situ- 
ation was not that the former 
lacked the force of law. 


“That is true,” the witness 
agreed, “but behind the Pres- 
idental agreement is the force of 
public opinion, by which the 
motor car manufacturers regard 
themselves as completely bound.” 


In a brief submitted in con- 
nection with his testimony, Smith 
presented the industry’s view- 
point that the Wagner bill has 
the three deficiencies of being 
unnecessary, unfair, and uncon- 
stitutional. Moreover, he _ de- 
clared that instead of achieving 
its avowed purpose of harmon- 
ious relationships between em- 
ployer and employe, it would fo- 
ment strife and disorder which 
would constitute extremely grave 
obstacles to the progress of eco- 
nomic recovery. 


Attacking the alleged inequity 
of the bill in that its provisions 
bind the employer to refrain from 
any breach of the right of col- 
lective bargaining, but give the 
employe unrestricted right to do 
so, the witness declared: 


“This contention that there 
should be an equality of treat- 
ment and no discrimination as 
between employers and employes, 
and as between employers and 
labor organizations, insofar as 
any of them interfere by re- 
straint, coercion or otherwise, 
with the right of collective bar- 
gaining on the part of any labor 
organization or any employe, is 
sustained by the requirement of 
the Constitution that every cit- 
izen shall have equal protection 
of the law. The purpose of the 
bill is apparently the recognition 
and protection of the right of 
employes to bargain collectively 
through representatives of their 
own choosing. Every person 
whosoever interferes with or in- 
fringes upon that right must be 
subject to the regulation of the 
law if any particular person is 
to be thus regulated. A class- 
ification that applies the burdens 
and the penalties of the bill solely 
to the employer, and not to any 
labor organization or to any em- 
ploye, is not based upon any 
reasonable ground. * * * It is a 
mere arbitrary selection. 


“The classification must be be- 
tween those who interfere with 
the right of collective bargaining 
and those who do not, and no 
other classification is permissible, 
else the Fifth Amendment is 
violated.” 


If the Wagner bill is passed, 
giving labor organizations a 
greatly increased measure of 
power, “they should be compelled 
to incorporate so that they can 
be made responsible under the 
law,” and “with reasonable fa- 
cility be subjected to the orders 
of the courts,” the witness de- 
clared. 


Pointing out that the industry 
objects to the bill on the ground 
that NIRA already gives the em- 
ploye legal redress in respect to 
discrimination, Smith declared: 


“But the major reason why the | 





Graham, Ltd., Promotes 


Montreal, Apr. 6.—Announce- 
ment of the selection of three 
new district representatives in 
Canada was made by Henry 
Harris, general sales manager of 
Graham-Paige Motors (Canada) 
Ltd., has announced the appoint- 
ment of Stanley Parker, of Ot- 
tawa, as district representative 
for the province of Ontario, with 
headquarters at Toronto. L. J. 
LaFond, also of Ottawa, was 
given command of the district 
covering Quebec and the Mari- 
times, with headquarters at Mon- 
treal. W. B. Robinson, of Win- 
nipeg, was head of the territory 
from the head of the lakes to 
the Pacific coast. 








bill is wrong is its unfairness. 
No law can stand which is dis- 
criminatory as is this bill. It 
condemns the employer for prac- 
tices against the right of col- 
lective bargaining, but leaves all 
other violators of that right free 
to interfere with it so far as this 
bill is concerned. It sets up a 
tribunal which is not only an 
investigator, but as well the pros- 
ecutor and the judge. * * * 


“While serious penalties and 
judgments may be imposed, the 
hearing is not to be conducted 
according to the forms of or- 
dinary legal procedure. There 
is no limitation of the nature of 
the evidence. It may be all hear- 
say. It need not be under oath. 
Nowhere is there a jury trial; 





and the findings of facts of this 
Board, itself the prosecutor, are 
nal. 


“Worse than all this, the real 
complainant may, at any time, 
when he is dissatisfied with the 
progress, the action or the order 
of the board, resort to force and 
call a strike and thus substitute 
the trial by combat and force 
for the proceeding before the 
board which it has itself invoked 
and set in motion. 

“This all offends every prin- 
ciple of fair play and every fun- 
damental of American justice. 
Such a measure would not only 
be condemned by the courts, but 
by the whole public. It would 
destroy itself but in so doing, 
it would stir conflict, incite dis- 
order and seriously interfere with 
all progress and effort towards 
the amicable and peaceful solu- 
tion of the problems of employer 
and employe and with recovery 
itself.” 


Also representing the motor 
car manufacturers at the hearing 
was John L. Lovett, general man- 
ager of the Michigan Manufac- 
turers Assn. 


HERE’S WHAT 


Roy H. Keeling, Vice-President, Stude- 


baker Sales Company of Chicago, has 
“We've noticed that the dura- 


to say: 


bility of Mohair Velvet upholstery 
usually means an easier sale on the 


used-car lot. 


pile Mohair Velvets strike a new note 
of style and comfort in the 1934 stream- 
lined Studebakers.” 





And these modern low- 





G.M. Units and 
Graham Boost 
Prices of Cars 





(Continued from Page 1) 
outh increases ranged from $25 
to $35 on the standard models to 
$45 on the de luxe models. 

De Soto was the only Chrysler 
division which did not announce 
price changes. 

Institution of a 10 per cent 
wage increase by General Motors 
and Chrysler during the recent 
labor crisis in the industry was 
accompanied by a warning that 
such action would eventually re- 
quire higher prices. The ad- 
vances in steel prices recently 
announced, promising further ad- 
vances in material costs for car 
makers in the future, were an- 
other factor responsible for the 
action by General Motors and 
Chrysler. 

The price advances effected by 
General Motors and Chrysler have 
more than compensated for the 
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increase in costs resulting from 
the recent 10 per cent increase 
in wage rates and thus should off- 
set part of the uncompensated 
advance in costs on 1934 cars as 
well as providing a margin of 
safety against the pending addi- 
tional advance in raw material 
prices. 





Detroit, Apr. 6.—Effective Apr. 
9, the list prices of the Graham 
line of standard sixes will be in- 
creased $50, except the convert- 
ible coupe, the price on which 
remains unchanged, according to 
an announcement made today by 
J. B. Graham, president of the 
Graham-Paige Motors Corp. No 
increase in prices will be made on 
the eight-cylinder models or de 
luxe sixes, Mr. Graham stated. 

The new price of the Graham 
standard six business coupe will 
be $745, according to the an- 
nouncement, while the standard 
six sedan and coupe with rumble 
seat will be priced at $795. 

The list price of the Graham 
special eight sedan will remain at 
$925, and the list price of the 


Graham custom eight sedan with 
supercharger, at $1,295. 





5 A L B S M A N : **And notice the excellent condition of 


this upholstery, Mr. Egan. It’s Mohair 


Velvet 


-the most durable of all upholstery fabrics. 


. . ” 
Even after years of use it shows scarcely any wear. 


B U yY ER ¢ “Say, that looks like the inside of a new car instead 


of a used one. Mrs. Egan says she'll leave the engine 


to me, but she is going to pass on the interior. And 


here is one she'll like!”’ 


summer , 


@ JUST LOOK 


at the sleek luxury of the new STUDEBAKER interiors. 
Close-trimmed Mohair Velvet gives them beauty 
and depth of color. These new fabrics are soft and 
pleasant to the touch .. . kind to clothing . . . rest- 
ful for passengers . .. comfortable both winter and 
.. the easiest of all fabrics to clean and 
service. Thousands of dealers like Mr. Keeling say 
that low-pile Mohair Velvets help to close the sale 
..» help to keep customers well satisfied with their 


cars. CoLtins & AIKMAN CorpPorRATION, 200 Madison 
Ave., New York City... . Makers of Ca-Vel, 














20 





“QUIK-GRIP” 
License-Plate Holders 


Ideal for Driveaways 


and Demonstrators 
This license plate holder was de- 
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GOOD-BY STRAPS|LATEST CUMULATIVE NEW PASSENGER CAR 


These cumulative figures, showing the number of new automobiles registered in each state during the preceding 
month are published in Automotive Daily News immediately upon release twice weekly. Figures supplied by 
R. L. Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List Co. and Metropolitan New 
York area which are compiled by Sherlock & Arnold. 
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TERMS — Cash with Order — or 50% 
Cash, Balance c.O, D. 

















e BUSINESS PROMOTION 
CORPORATION 
United Artists Building 
Detroit, Mich. 
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REGISTRATIONS 43 STATES, FEBRUARY 1934-33 


The complete cumulative figures will appear every Saturday, until all 48 states or com- 
pleted United States totals for the month have been printed. New states today include 
Arkansas, Maine and Vermont. 
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(Continued on Page 4) 
painting too rosy a picture of 
automobile sales possibilities in 
this year, 1934. We accept the 
euphemism without a blush. We 
challenge the pessimists to point 
out one good thing that can come 
from their crepe-hanging now, 
when from every side come opti- 
mistic reports. When for the first 
time the men engaged in this 
great industry, whether they are 
manufacturers, dealers or labor- 
ers see for the first time in 
nearly five years the healthy 
glow of prosperity in the eastern 
sky. Do not forget, my dyspep- 
tic friend, that this depression 
was largely due to the wails of 
you who were first caught in the 
market-crash. Your screams sent 
cold chills up the spines of mil- 
lions who were untouched by 
gambling losses, but who stopped 
buying to an extent that the river 
of business froze to its bed. 
Business was still good and we 
folks in the great west—(west of 
the Hudson)—were asking “what 
was all the _ shootin’ about?” 
months after the white-lights 
along Broadway had ceased to 
glimmer. The strange thing is 
that the very individual who was 
criticizing me is a very large 
stockholder in an _ independent 
automobile manufacturing plant 
which has made perfectly marv- 
elous strides this year. By what 
possible line of reasoning can he 
convince himself that the com- 
pany in which he is so heavily 
interested will sell MORE cars 
and make MORE profits if he 
broadcasts the view that the 
present upward sales trend “can’t 
last”? Yes, I'll be called “Polly- 
anna” and “Blue-bird” if by one 
word or deed I can convince 
those I contact with my own con- 
fidence in the immediate future 
of this automotive _ business, 
which right now pretty much 
means the immediate future of 
this United States of America.— 
G.M:.S. 


Provincial House Urges 
Flat Rate License Fee 


Vancouver, B. C., Apr. 6.—On 
second reading of the Motor Ve- 
hicles Act, to which amendments 
are annual, it was urged by mem- 
bers of the Provincial House that 
the government adopt a flat rate 
of $15 per automobile as a li- 
cense fee and make no increase 
in gasoline tax. Greater use of 
cars would result from this en- 
couragement of lower license fees 
and bring even more revenue to 
the treasury, it was contended by 
A. M. Manson, K.C., M.L.A. 

Mr. Manson also protested an- 
nual renewal of drivers’ license 
which were intended, he said, to 
be a record of drivers for pur- 
pose of checking and not as a 
source of revenue. 


IN THIS. 


CORNER 


(Continued from Page 4) 
crease; relief stations and bread- 
lines will be reduced in great 
numbers; factories, railroads, 
trucks, etc., will show increased 
activities and results; labor, our 
main source of consumption, will 
then have money of its own to 
spend, purchase and consume the 
present supply and thus create a 
market for new supplies of both 
raw and finished products. 


The Government at the end of 
the tenth year will have approx- 
imately all of the monies ad- 
vanced plus a large earning of 
interest back into its treasurer’s 
keeping—somewhat different from 
the CWA and kindred organiza- 
tions’ system of financing but 
more self-respecting and demo- 
cratic to mankind.—Louis J. Du- 
Rocher, Chicago. 
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Wall Street Views Car Price Rises F avorably 















1932 follow: Bohn Aluminum & 
Concern F Felt Brass, Borg-Wagner, Briggs Mfg., 


Raybestos-Manhattan, L. A. 
Over Slowness Young Spring & Wire, Eaton 
. Mfg., Motor Wheel, Thermoid, 
In Other Lines Federal Mogul, and Reynolds 
Spring. Among the companies 
with larger profits in 1933 than 
By C. J. ALEXANDER in the preceding year were Trico 
New York, Apr. 6.—With the| Products, Perfect Circle, Wilcox- 
attention centering on the price} Rich, Briggs & Stratton and 
advances announced this week by | Bower Roller Bearing. 
some of the leading automobile} failures in the automotive in- 
manufact irers, motor stocks were! qustry have been almost at a 
fast returning to favor in invest-| standstill since the first quarter 
ment circles. x of 1933, according to a survey of 
The general opinion was that/this subject by Dun & Brad- 
the higher prices would bring} street, Inc. The motor industry 
little, if any, sales resistance and| was hardest hit in 1930 in point 
that, unless there were unforeseen | of business failures, with 1931 
adverse developments, production | anq 1932 holding about even in 
would continue to mount, bring-/ this respect. For the most part, 
ing favorable earnings back to the/ faijures throughout the depres- 


industry. Generally speaking,| sion have involved small com- 
Wall Street accepted with favor panies. 

the wage increases and the mark- Failures Infrequent 

up in car prices as an offsetting 
factor. 

Some concern, however, has 
been shown over the failure of 
some lines of business, outside of 
the automobile industry, to con- 
tinue to forge ahead at the recent 
pace, Freight car loadings have 
showed a tendency to slow up for 
the first time in several months. 
The Street also again is hearing gating $15,972. 


considerable inflation talk. Failures of wholesalers and re- 
Motors Show Strength > tailers in 1933 totaled 357, with 
Motor shares worked higher | jiahilities of $9,509,054, as against 
during most of the week, although | g79 with liabilities of $27,441,884 
the advance was interrupted by| i, the preceding year nee 
several recessions. The automo- The Dun & Bradstreet review 
bile stocks are receiving increas- of the automobile industry, is- 
ing attention in the daily letters| 1.4 this week, forecast large 
of brokerage houses but they have gains for 1934 in earnings and 
not yet returned to the leader-| Goclared that “the automobile in- 


ship in volume of turnover held dunitin 3 . 
y is leading the country and 
through most of the first quarter. general business on its drive 


The Automotive Daily News back to economic health.” 
stock price averages showed the |  Oficers of the Electric Auto- 
following changes in the week Lite Co. have filed a $9,000,000 


Chicago Sales 
Up 65 Per Cent 
Over Last Year 


Chicago, Apr. 6.—New car sales 
in Cook County continued their 









































Last Minute Wall Street Wires 
From CONRAD ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


















































sensational upward trend during 
March, according to official reg- 
istrations just released here by 
R. L. Polk & Co. The total of 
4,940 showed a 65 per cent gain 
over March of last year when 
3,031 new automobiles were reg- 
istered in the county. The in- 
crease over February of this year, 
when registrations reached the 
2,796 mark, was even more pro- 
nounced. 

The gain over March, 1933, was 
partly attributable to the bank 
holiday existing during that 
month last year, although that 
condition was partly offset by a 
tendency in 1933 for people to 
spend cash out of their strong 
boxes for automobiles and other 
articles. 

Ford maintained its position in 
the lead last month, with Chev- 
rolet displacing Plymouth for sec- 
ond place. As of March 30, the 
Ford new car registrations were 
1,167, Chevrolet 928 and Plymouth 
815. Dodge was in fourth place 
with 465, Pontiac in fifth with 
294, Buick in sixth with 230, Olds- ; 
mobile in seventh with 197, Stude- ; 
baker in eighth with 152, Terra- ; 
plane in ninth with 88 and Nash 
in tenth with 61. ' 

In all instances, the increases 
over March of last year were sub- 
stantial, the most sensational be- j 


New York, Apr. 6. (3:30 P.M.).—Motor shares gained some 
ground on the New York Stock Exchange today con- 
tinuing the uptrend of the past week. Net gains were 
fractional in most instances with the turnover remaining 
comparatively small. 










and for the sale by Auto-Lite of | Curb Exchange this week on the 
44,925 shares of common stock.| news that a petition in bank- 
One share of Auto-Lite will be|ruptcy had been filed in the 
exchanged from 2% shares of | Federal Court at Utica, N. Y. 


Moto-Meter. Wilcox-Rich Dividend 
Briggs Mfg. Co. this week de- Wilcox-Rich Corp. this week 
clared the regular quarterly divi- | declared a dividend of 20 cents a 
dend of 25 cents a share on its| share on its Class B stock, pay- 
common stock, payable Apr. 30] able May 15 to holders of record 
to stockholders of record Apr. 16.| May 1, and a dividend of 62% 
Briggs earned 80 cents a share|cents a share on the Class A, 
last year, as against a loss in| payable June 30 to stock of record 
1932. Officials of the company | June 20. Similar payments were 
say that earnings thus far in| declared three months ago. 
1934 have been good. Profits of Collins & Aikman 
Briggs has notified the New| Corp. for the fiscal year ended 
York Stock Exchange of the/ Feb. 28, 1934, are being esti- 
granting of options to certain | mated at around $1.50 a share on 
employes to purchase 15,000|the common stock. The current 
shares of stock at $10 a share | outlook is for earnings of $2.75 to 
until Dec. 31, 1934. The stock is $3 a share for the fiscal year end- 
selling currently at around $17 a ing Feb. 28, 1935. 
share. : Opponents of the proposed gov- 
Reynolds Spring ernmental regulation of the stock 
President Munn of Reynolds | exchanges are insisting that the 
Spring stated the other day that | bill as now drawn would destroy 
his company had earned $38,824] the liquidity of the market for 
in February and probably would | shares of corporations. It is this 
show more than 50 cents a share | connection it is pointed out that 
for the first quarter. General Motors stock is held by 
Directors of the Kelly-Spring- | more than 350,000 persons and 
field Tire Co. voted to pay the | another automobile company with 










In 1930, when 196 manufacturers 
of automobiles, automotive sup- 
plies and accessories failed, their 
combined liabilities amounted to 
only $5,410,562. Failures of manu- 
facturers in 1933 totaled 34, with 
liabilities of less than a million 
dollars. In the first two months 
of 1934, there were only three 
failures, with liabilities aggre- 


























ing made by Ford, Plymouth, 
Dodge, Studebaker and Terra- 
plane, all of which makes had 
from 100 to 200 per cent gains 
over 1933. 































































































































ended Apr. 4: —— security issue with the Federal | interest due Apr. 1 on the com- | stocks in the hands of more than Distributors. and dealers here 
Week Week change | Trade Commission for registra- pany’s 6 per cent notes, accord- | 100,000 shareholders is Packard. are confident that the upward 
24 Gfotors ..... . - 26.77 28.48 Tre tion in connection with its plan | ing to the Public National Bank James H. Anderson, president | trend will be maintained during 
10 Car-truck companies 20.29 2187 +15s| to acquire the Moto-Meter Gauge | & Trust Co., trustee for the notes. | of the Niagara Shares Corp., was|the coming three months. They 
4 Tire-rubber......... 21.92 23.5% +161) @ Wquipment Corp. The issue Both the common and pre-| elected a director of the Pierce- | point- to the proportions of the | 
Although the gain made by the | provides for acquisition of the | ferred shares of the H. H. Frank-| Arrow Motor Car Co. at the| replacement market and gain in 
ear and truck company group outstanding Moto- Meter stock ! lin Mfg. Co. broke sharply on the | stockholders’ meeting this week.| purchasing power among those 
was the largest registered on the who are new car prospects, as 
basis of points, the percentage well as the style and value ap- 
increases by the parts and acces- peal of the 1934 models. 
sory and tire and rubber stocks Al | OMO j ee See 
were somewhat larger. As a mat- A . 
: American Brass Grants 
ter of fact, the gains for the week . é 
aeadied ee cams seat AT CLOSE OF MARKETS FRIDAY, APRIL 6, 1934 Second Pay Increase 
oe —— a (Furnished by Wm. C. Roney Company, Union Guardian Building, Detroit Kenosha, Wis., Apr. 6. — The 
we : ms — American Brass Co. has an- } 
ing their appearance among the = —— nounced a ten per cent wage in- | 
individual companies. High Low Last Sale 1933 1934 Last Sale , ; : } 
The price an for the en- || 1933 1934 NEW YORK Apr. 6 Mar, ‘) High Low Apr. 6 Mar. 29 ae senses Ge ee 7 et | 
tire group of 24 motor stocks earn ee ean 2 _" 
closed the week at the highest 2334 16'4 Allis Chalmers Mig , ace LOK 1834 | 32 6 Maslin Rockwell <.ccciccccss ones 26 peepee Meow ee —— oe 
point since the week ended 33% 2314 America C. & F Pea 28 27 2174 1234 Midland Steel ............¢- 18 17% a fees: a : t a d 
Feb. 28. 14 156 American Chain ............ es: 9 | 12 71%, Moto-Meter G. & E......... 1% 10% Ww. a oie Genel = an 
Chrysler, G.M. Active j ] ; American La Fi aes ; 1 4434 30 Motor Products .......... — 3544 ater y in c cut, 
The two most active stocks on || 17 113¢ American Woolen 1434 1414] 16! 9 Motor Wheel .............. 144% 14% It was the second increase the 
cre meee Sone moe se hi Oe) aa gear hens ee ae aa o:. || company inaugurated in recent 
the New York Stock Exchange 7% = 47% =Auburn Auto (2) .... ; ae : oe, Se ree nats erensneeee: oe -,, || months. On Aug. 1, 1933, wages 
in the first three months of this 237% 16'¢ Bendix Aviation scavenge ee 187% | 32% 23 RMN sia ass bua Sok vin kaa ad 26% 25% were raised from 10 to 12% per 
> a 834 5 so A. & B ake> ie sock Oh B0e Daath. gos sie tsancas Sigg? 53% 28 
_ —— Senet Sete on es : Pd 9514 seas ; ; : a ae 43 51% cent. Increased production 
‘ p puree, — = a ee ee oe ‘i , eee esc leon DZ hrough demands in the automo- 
, 5 I8% 12 Briggs Mfg. .. tad. “ae 1514 | 23 16. Raybestos Manhattan ....... 21 19% || throu t 
turnover of more than 3,500,000 8} ee rigs Mig ete : 4 574 e. 2 y — " " sella a re tive industry were given as one 
shares, and General Motors, 18 § Budd Mfg. Co. FE. G ee . : : = ; ; : a “ ||of the considerations in the 
transfers of which aggregated 53 33 Budd Wheel Co eka 37% 37g | 2534 16 Republic Steel Corp, ...... 22% 21 7 
3,200,000 shares. The volume of 603% 4914 Chrysler .. : te eas 523%, | 8 35g Sparks-Withington .......... 6% 6% increase. 
} Tj ae 2814 18 ins & ites n : . 243% 235% | 1056 634 Btewert-Warmer viscccrccccss 87% 8% ne 
te eases teak nag ake 527; 1886 Commerca a seoesees SH 2936 a © eee <_ ana & Begins Fair Exhibit 
’ - & » 9 . we 9% 534 lermoic Be Tots ais Guiding gad g 53 
1,400,000 shares. Ae z — = , 7 TQ 5614 a5, | 2014 134% Thompson Products ........ 18 17% Schenectady, N. Y., Apr. 6.— 
A good year for the parts and a4 "% 4 Commercial a Te £2e cca 5614 9358 | 44 29! Timken Roller Bear. ...... 34% 34% Work was begun last week on 
accessory companies, from an || <* chy a ae — cot 18 | 40 33 Trico Products .....++..+0. $8 57 the exhibits planned for the 1934 
earnings standpoint, is bein IA - urtiss-Wright tee . 4% “4 | 5074 41! Union Car. & Carb. (1) .... 45% 425% , : E 
forecast in financial circles on || 12 5% Curtiss-Wright A .......... 115% 11 [6434 50. U.S. Industrial Alcohol .... 52% 51% — ey Ss See ee 
the basis of production and sales 1037 9054 du Pont de Nemours .. . 98 941 | 217% 43 U. 3. Rubber ...... roa 1934 “a ae ° +> .. & oF f 
statistics. The majority of the || 22% 1314 Eaton Mfg eciecewsans aOie 1914] 47% 3534 West'house E. & M. ...... 38% 3674 || the contract for the renewal o 
2 —— uae = 3134 18% Electric Auto-Lite .......... 287% 2734 | 7% 4% Yellow Truck .............. 6 55¢ || exhibit space by W. O. Batchelder, 
companies in this group showed 1} 52 14 Electric Storage Battery 17 45 2234 15 Young Spring & Wire ...... 1956 Chicago district manager of the 
sharp improvement in earnings || 5;,; 9 Evans Products .... . 20% ~~ -1934 company and Maj. Lenox R. Lohr, 
in the first quarter over a year 8Y, 6 Federal Motor 6 CHICAGO general manager of the exposition. 
age and the second three months 2514 18 Firestone T. & R. .......... 21% 2054] 37s 3 ae 3's || The big display will again be 
is expected to be even better than 45% 21%, Gabriel Co. A 31 ne 10 534 Bastian Blessing .. . 7 67% housed in the great hall of the 
the first, unless further labor 2514 18) 2 General Elec. Spec.(60c) 2244 aii | S79 . a so eee ; - - electrical building on Northerly 
difficulties arise. 4 33 General Motors .... : . 385% 37% 2 K . - 2478 Island 
Upward Swing 2 155 Glidden . 26 2414] -+°° .-. Grigsby-Grunow ............ I4e . wise 
Scouts of brokerage houses who 18 1254 Goodrich, B. F. . 1634 1514 | 23 Z ee m8 eres 2 . 20! ——— H e li 
ts. ses ’ ; seas “ter nectar iar ae 363 3414 674 33 oudaille-Hershey B ..... ‘ 53 
have visited the motor centers in || *!?: 354 Graham: Paise ' - os ae ag apy ae oa og COT Oe. i 
recent weeks have brought back ae 1 Hayes * these S ; by 534 Dastsct Clute... ...: a ew ork, pr. 6.—Foreig 
word that executives of the parts 67% 3 Houdaille Her hey B . 34 S% ; ‘ Pines Waterfront .. ee 114 motorists can travel in Germany 
and accessory corporations are || », is. ‘Mnadettin Sacen A 9034 0 for an uninterrupted period of 
optimistic, not only regarding the 241/ 13 idea Sato ay 203% DETROIT up to three months without be- 
first six months but the entire | 714 4 Hupp Motor ; 55% ; ; Baldwin Rubber B -§ ing subject to any taxes or levies, 
year. ll 4674 3754 Inter. Harvester . : 4134 41 17% 9'4 Bower Roller Bearing ....... Se ae it has been decreed by the Gov- 
The upward swing which got |] 66)< 5214 Johns-Manville : . ‘sree 551% 8 314 Ex-Cell O Aircraft & Tool .. 6% 7 ernment. The three months 
under way in the second quarter |} 4% 2144 Kelly-Spring. Tire .... . 3% 3% aes as o—- age Bog Peete tenes tees + period can be started all over 
| iZ 2 2 »ber & * p cee oe 21 % rg I7% a samp  caasdnd sunae 25% ° ; i isi 
of 1983 has continued. Some of ‘ 7 ; 34% ee eee pale ay 363% 134 4% Parker Rust Proof .........2 «cece 58 ae : oa eee bier 
the manufacturers in this group 19% 15 Testlam teed ...os.000ci | 163% 17% 7% 4% Timken-Detroit ............. 7 ie sett the Seaman pry be 
that were able to show profits in , Ou ack Trucks (1) .....ecee. 33! 315 17% 3 Warner Aircraft Corp. ...... It 1! " 
P ot86 $096 Mack Trucks (1) : " F : * || fore the,end of one such period. 





1933 in contrast to deficits in 
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1h p 
Its a GOLD 
TT o 1) eee 
S 2 YT y a re es eC “Ha VROLET) Wiis te te Who to ho 0 Chevrelet dealin’ 


What does it mean in money and position? 
dea faye What of its future possibilities? Let’s go straight to the 
fountainhead for the answers to these all-important 


questions. Let’s talk to a Chevrolet dealer from Missouri, 


B I G FOU r Ne TO co. the ‘tshow me” state. 
i ST LOU : of i, isso 8 oe **The future,” says Mr. A. J. Rassmussen, of St Louis,‘‘is very 
By ? 


bright for all automobile dealers, but especially for Chev- 
rolet dealers. Our 1934 line of cars is another pledge that 
Chevrolet will always provide merchandise to sell that is 
well ahead of competition. My own 12 years’ association 
with Chevrolet has been most happy and profitable. It has 
made me the largest as well as the oldest dealer in the 
metropolitan ‘area of St. Louis. I’d call the Chevrolet 
franchise a ‘gold’ franchise—a safe, high-grade investment 


offering a splendid return.” 


Any more questions? If there are, a letter to the Chevrolet 


Motor Company, Detroit, Mich., will bring a prompt reply. 


Home of Mr. A. J. Rassmussen’s Big Four Auto Company, located at 


2400 South Jefferson Avenue, St. Louis, Missouri. CHEVROLET MOTOR COMPANY, DETROIT, MICHIGAN 







DEALERS!! 


Avoid Heavy Used 
Car Losses 























Costs Little---Easy to 
Apply---Helps Sell Cars 
at Higher Prices 





Motor car dealers! Now McAleer brings you a product that will TTT Tet Alb Alabe TT er ORYING 
help you avoid heavy used car losses—McAleer’s Quick Drying LE Ta 
Enamel. This amazing new product makes old cars look like new. tN ae ae a 


It can be applied over any finish. An inexperienced painter can 
turn out a factory-like job and the cost of refinishing an automobile 


with this new quick drying enamel is small when compared with the 
higher resale price that can be secured. For BRUSHING and SPRAYING 


Until you use McAleer’s, you can’t possibly realize the tremendous 
difference in quick drying enamels. For McAleer’s is the identical 
product used by car and truck manufacturers to obtain a hard, dur- 
able finish on delivery cars, trucks, buses, street cars, wire wheels 
and all wooden parts. It is not a lacquer or varnish base product, 


N E W mcaLeer's “BLACK FLASH” 
and should not be confused with the ordinary, so-called “four-hour” 
enamels. AUTO POLISH —=—— 





ee — » 
This new enamel dries quickly to a beautiful deep lustre, does not This amazing new product by McAleer MCALEER’ 
require rubbing or polishing and when applied by brush, tell-tale works like magic on cars that do not re- 5 
: 5 3 : quire refinishing. Although manufactured ae 
brush marks disappear entirely. It is packed for brushing (marked especially for use on the new synthetic fo 
“B”) in % pints, 14 pints, pints, quarts and gallons; and for spraying “me ~——_ it is Pas meres 7 — 
s6Qrry = = “41: ® olisnes when use on acquere an 
(marked S’”) in quarts and gallons. 17 brilliant colors are available, eee “iieoak ten 16 andes teuer 
in addition to black, white and clear. and gives a more lasting and deeper lustre. 
s : ; : . And you will be surprised how it makes 
This new McAleer line brings you the opportunity for bigger cars sell. In addition to Black Flash Auto 
profits and more satisfied used car customers. It is so complete that Polish, the McAleer line includes Black al 
it will meet all your requirements, enablin ou to concentrat Flash Top Dressing and Black Flash Touch-up Enamel. Decide 
: . , BY ESTES OF now to utilize these powerful merchandising aids. See your 
one line. An attractive color chart of the new McAleer line is now McAleer jobber today! 


ready. Ask your jobber for a copy. If he cannot supply you, write 
the factory today. 


McALEER MANUFACTURING CO. | 


Lyndon and Prairie Avenues, Detroit, Michigan 















